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Wins Sriinetion 


PHILADELPHIA 
SERVICE SALES | 
SWING UPWARD, 


Spring Weather Rapsctidl 
To Further Increase 


Work 


HILADELPHIA, April 
10. — Spring service 
business volume, according to 
service managers for dealers 
and distributors of cars and 
factory branches in this city, 
while under that of a year | 
ago in most cases, is showing | 
considerable improvement | 
over that evidenced in the 
early part of the present year, 
and April, on the whole, 
considered off to a fair start, 
considering that weather con- 
ditions for the past six weeks 
have been decidedly unfavor- 
able for general service de- 
partment activity. 

An unusual feature that is oper- 
ating, to some extent, against a high | 
peak of service work, is the number 
of repair men, or their assistants, | 
laid off from numerous shops, both 
of dealers and independents. who | 
are still unattached and seeking out 
customers of the concerns for whom | 
they formerly worked, offering to | 
take on the job either at a 


lower | 
rate or pleading their unemploy- 


ment as an incentive to the prospect 


. H. BLISS, whose promotion as 

* vice-president and director of 

sales of Nash Motors Conrpany was 

announced yesterday at Kenosha, 
Wis. 


AUBURN EARNINGS 
IN FIRST QUARTER 
REACH $202,409 


Ind., April 10.—The Au- 
burn Automobile Company today 
reported a net profit for the first 
quarter of 1931 of $202,409 for it- 
self and subsidiaries, after depreci- 
tion, interest, Federal taxes, minor- 
jty interests and other deductions. 
This is equivalent to $1.06 a share 


is 


Auburn, 


(Continued on Page 7) (Continued on Page 7) 


Late News Flashes 


New York, April 10.—At the annual meeting of stock- 
holders 
1931, stockholders will vote on an amendment to Article 
Four of the certificate of incorporation eliminating all ref- 
erences to the 7 per cent. preferred, 6 per cent. preferred 
and 6 per cent. debenture stocks. All outstanding shares of 
these issues have been exchanged for the $5 preferred stock 


or have been redeemed. 
oe 


- ” 

Chicago, April 10. 
effective Saturday, will reduce service station price of gaso- 
line 1 cent a gallon, bringing the price in the Chicago ter- 
ritory down to 14 cents a gallon regular and 17 cents a 
gallon on ethyl. 
Texas Corporation will meet gasoline price cut instituted by 
Indiana Standard. Standard Oil Company of Indiana is in- 
troducing a new gasoline to be known as Standard blue. 
which will retail for 12 cents a gallon, including the 3 cent 
Illinois tax. * * 

New York, April 10. _— a S. Sterling, representative 


of the National Automobile Chamber of Commerce, arrived 


here today on the Northern Prince from Buenos Aires, | 


after a year’s stay in South America. He conferred with 
highway officials in all the countries of that continent and 


reports enthusiasm for good roads rising to a high level. 
os . 


Los Angeles, April th Eiieckens of Goodyear Tire and) 
Rubber Company of California were re-elected at the an-| 
nual meeting of stockholders. Subsequently officers were 
re- re-elected at the organization meeting of directors. 


of General Motors Corporation, to be held May 5,’ 


—Standard Oil Company of Indiana, | 


Tank wagon price remains unchanged. | 


| Editorial: 





[EXPORTS SHOW 
IMPROVEMENT. 
FOR FEBRUARY , 


| 


| 


Register First Gain Since 
September Last 
Year 


| 
ASHINGTON, April 10. | 
—For the first time 
'since September, 1930, auto- 
motive exports showed a defi- | 
nite upward movement in| 
February, 1931. During that | 
month our foreign automo- | 
tive shipments totaled a value | 
> eins : | 
of $17,201,911, which com-| 
pares with $15,480,487 in|! 
January, a gain of 11 per'| 
cent. The month’s total was | 
still considerably below the | 
$52,784,139 reached in Feb- 
ruary of 1930. 

Passenger cars showed the great- 
est gain in February, in all classifi- 
cations. Trucks showed a slightly | 
higher total value, but the number 
of units shipped abroad declined | 
Slightly below the January total. 
Shipments of other automotive | 
products besides cars and trucks | 
totaled in February, $8,996,916, as | 
against $8,353,431 in January. 

It is hoped here that this increase 
in export sales indicates an im- 
provemnent in business conditions | 
abroad, which will continue the up- | 
ward trend during. the months 
ahead. 


} 


| of 


INCREASED OUTPUT = 
OF AUTOMOBILE AIDS — 
CHICAGO STEEL TRADE 


Chicago, April 10.—Steel produc- 
ers in this area are experiencing the 
effects of steadily increasing motor 
car output, according to leaders in 
| the trade. They point to instances 
of specifications on a rising scale 
| from the automobile manufacturers 
over 
compared with the former policy of | 


(Continued on Page 2) 
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} 
| 





Sparks From Detroit Page 2 
Chevrolet Shows Big Gain in March | 
Sales in Indianapolis Page 3) 
De Vaux Distributor and Dealer 
List Grows Rapidly 
“Export Errors”. ‘oe 4) 
Calendar of Coming Events. -Page 4) 
Institutional Advertising Put Over 
With Humor Pays 
Engineering News .....Pages 8, 9, 10} 
| Increasing the Mover’s Profits With | 
Trucks dod 
REFERENCE TABLES 
| Cumulative March New Commercial | 
Car Registrations Page 8) 
Cumulative March New Passenger 
Car Registrations Pages 6, 7 
| Major Specifications and Mechani- 
1 cal Details of Passenger Cars 
Pages 10, 11 





| Motors 


|pany in Kenosha a quarterly divi- | 
| dend of 


| statement 
| which includes December, 


a period of three months, as|( 


5|having 61 against 59. 


1931 5 Cents. 


APRIL 1, $12 Per | Per Year. 


Early Crops, Good Cattle 
Conditions Promise Better 
Car Sales in Southwest 


Texas Cities Rene Increased Sales With Many 
Factors Pointing to Continued 
Improvement 


ALLAS, Tex., April 10 (UTPS).— The automobile 
business, which has been “chugging” along in Texas for 

| the past six months, entered the second quarter of the year 
hitting on all six. The prospects are brighter than they have 


| been for some time, dealers and jobbers of cars said. 


The prospects for crops are good. 
| The ranges in west Texas have been 
fine all winter, due to extremely 


| mild weather. The cattle are fat 
;}and are going to the market. The 
grain crops are in better shape than 
they have been for years at this 
| time. Ample season is in the 
/ground for planting corn and cot- 
|ton. The fruits crop has not been 
damaged by cold weather. Vegeta- 
bles and strawberries are coming on 
the market and one of the biggest 
oil fields in the world is rapidly 
developing in east Texas. Day after 
day from one to five wells are 


NTIL further notice 

all mail for the ad- 
vertising department of 
Automotive Daily News 
should be addressed to 
350 Hudson St., New 
York city. The tele- 
phone number is Canal 


6-1000. 


| 
NASH EARNED = "alee ge circulated. 


| The employment problem has about 
| solved itself and the people are more 
| optimistic over the future. These 
things, the automobile dealers say, 
augur for better business. 

Already the good effects of better 
crops and more oil are being felt. 
In east Texas the car sales are bet- 
‘ter than they have been for eigh- 
teen months. Ford and Chevrolet 
‘dealers are having a hard time 
keeping cars to meet demands. 
share was declared |Many of the buyers in that section 
to stockholders ;are coming to Dallas and other 
of business | points, paying cash for their cars 
| and driving them home. That sit- 
/uation will continue or get better, 
lthe dealers dec lare, since oil money 
is pouring into the pockets of the 


$1,099,193.53 IN 
FIRST QUARTER 


April 10—At a 

meeting of the Nash 
Company held yesterday 
afternoon at the offices of the com- 


Kenosha, Wis., 


directors 


$l a 
payable on May 1 
record at the close 
April 20. 

The balance 
for 


and 
Tirst 


earnings , 
quarter, 
1930, and 


sheet 
the 


(Continued on Page 2) (Continued on Page 6) 


Cook County Ne ew Car Sales 
Show Steady Gain 1 in Quarter 


YHICAGO, April 10.—New car reg- | types of the new Auburn, assuring 


a continuation of the _ position 
istrations in Cook county for t! re which the line holds in the list of 


first quarter of 1931 were 29 per | registrations. 
cent. lower than for the same period! Ford and Chevrolet each sustained 
of 1930. Total listings were 15,753,| losses in comparative figures of 1930 
which compared with 22,203 for the | and 1931. Ford’s month by month 
first three months last year. figures were 948 for January, 1,371 

Figures for the first quarter oOf| for February and 1,610 for March. 
previous years were 26,096 in 1929,| Chevrolet had 979 for January, 1,002 
19,458 in 1928, 18,838 in 1927, 22,611 | for February and 1,248 for March, 
in 1926 and 16,869 in 1925. | Buick was third to Ford and Chev- 

An outstanding feature of the! rolet with 1,001, a decline of 506 
| first quarter this year was the show-|from the preceding year. Then 
ing of the Auburn, which had 836,)came Auburn in fourth place and 
compared with 228 in 1930. The Cord} Dodge in fifth. The latter broke all 
also registered a gain for the period,| records for a first quarter period in 
It is were Cook county in its history, with & 
noting that the Auburn staged | total of 802, which compared with 
successful clearance sale of aes | 639 last year. 
lated new car stocks during the Dodge was one Of five makes to 
|closing months of 1930. This fact|show a gain for the period. The 
did not militate against the sale of|/two others in addition to Auburn 
the new models introduced in Jan- and Cord being Cadillac and Olds- 
uary, judging from the list of regis- | mobile. Pierce Arrow tied last 
trations of current models. | year’s standing. 

Incidentally it is interesting to re- Pontiac was seventh in the gen- 
port that the Cook county distrib-| 


utor has | a waiting | list 1 for certain’ __ (Continued on Page » 


Contacts, Contacts and More Contacts Sell Cars Today 


Story on Page 3 
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NEED OF CO-ORDINATED SALES 
EFFORT IN ALL DEPARTMENTS 


EW YORK, April 10.—The current issue of Automotive 
H. Bertram Lewis and pub- | 
lished by the Commercial Credits Companies of Baltimore, 
Md., contains so many valuable observations on the present 
problems of automotive merchandising that Automotive 


Observations, edited by 


Daily News feels these observations should be pa 


e——- SS 


all of its dealer readers. 

The complete text of this dis- 
course as contained in issue No. 51 
of Automotive Observations is as 
follows :— 

Don’t Neglect New Car Sales 

During the past fifteen months 
the dealer has been receiving much 
admirable advice as to the necessity 
for building up all departments of 
his business and ceasing to re- 
gard the sale of new cars as his 
sole commercial function. 

A line of thought in which we 
heartily concur—-but not one to be 
pushed to an unsound extreme. 
There is real danger, it seems to 
us, that overstressing it May cause 
some dealers to lose out in 1931 be- 
cause of failure to cash in upon 
the full sales possibilities of this 
hopeful year. 

The present juncture one in 
which the automobile dealer's great- 
est need is balance. He has been 
getting so much well intended coun- 
sel in recent months that he must 
be a trifle confused. 

What his ultimate reaction will 
be is hard to forecast. It may 
have turned him into a _ hopeless 
conservative, who is almost afraid 
of a new car sale that involves a 
trade or it may have bored him 
to the point of a violent recoil and 
got him all set to plunge after 
sales with more recklessness than 
ever at the first signs of any real 
increase of Luying interest. 

Either of these courses will be 
wrong. The present 1s 
time possible for lopsided policies 
of any sort. 
dealer should have learned both 
from his own experience of the last 
two years and from the preachments 
of his interested friends is the need 
for greater poise, greater resource- 
fulness, harder work, closer study 
of his business, better and more 
constant oversight of all depart- 
ments—and a determination to 
make each one of them produce the 
utmost sound business. and thus the 
utmost profit, that unremitting 
sales work can develop. 

Selling has not ceased to be an 
objective in this business. The buy- 
ing of business by camouflaged 
price cuts is heavily discredited, but 
real sales management is at the 
highest premium in history. 

And while the burden of this 
message bears primarily upon its 
application to the new car business, 
the sort of sales management we 
have in mind is something that ap- 
plies as well to used cars, service 
and accessories 
What Can Sales Management Do? 

Let us see what sales management 
of this caliber would do if directed 
to the job of selling cars for the 
average dealer as of the present. 

The “average” dealer is perhaps 
a myth in one sense. Geographi- 
eal differences, differences in cap- 
italization, differences in lines han- 
dled, area and character of terri- 
tory—there sare almost no two deal- 
ers in the business whose problems 
are absolutely identical at any given 
moment. Yet there are certain 
common factors with which one and 
al] have to dea! in selling motor 
cars, and our purpose herein will 


1s 


More Service and Dividends 


Your service department in 1931 
should pay BIG dividends It can 
be made to pay if you increase ser- 
vice customers 

The Dealers Ser\ice 
increasing business is 
by leading and enterprising auto- 
mobile dealers and proving itself as 
the only successful plan yet devised 
to get more service business En- 
dorsed by many dealers and mapbu- 
facturers because of it# success in 
meeting competition in the 1931 
service battle 


We do not increase overhead we 
add no advertising expense. We 
guarantee a decrease in labor turn- 
over and guarantee the cleanest shop 
in town. Oost of plan arranged in 
instaliments. For particulars address 


DEALERS SERVICE BUREAU, 
Pontiac, Mich. 


Bureau plan for 
being adopted 


the worst | 


What the automobile | 


ssed on to 

be to discuss general principles for 
adapting these to the 
dealer's purpose. 

All dealers have territorial limits 
imposed either by factory contract 
or by their own common sense. 
| Within those territories live people 
of all sorts and conditions, of whom 
|a certain proportion are worth cul- 
tivating for present or future busi- 
ness. All of them have salesmen— 


all whom this message is likely to} 
Those salesmen | 


) reach, at any rate. 
are of varying abilities. None of 
|them is perfect. A stronger sales 
force is possible for every dealer in 
the land. Every dealer therefore 
|has on his hands the problem of 
strengthening his. All dealers are 
actual or potential users of adver- 
tising. Every one of them has 
‘something to gain by using it 100 
;per cent. effectively. All 
handle used cars. No dealer living 
is wholly satisfied with this phase 
of his work either in relation to 
new car sales or new car profits. 
All dealers sell service in some form. 
Service is a powerful new car sales 
factor. Every dealer has the task 
of making his service the utmost 
possible asset in his new car sales 
campaign. 

You get the point. We are think- 
ing of ourselves as any dealer con- 
fronting these factors at the pres- 
ent moment. We will outline the 


principles that we feel should gov- | 


ern the said dealer in approaching 
them. 


The Mailing List 


In the first place, of course, the 
dealer should know his market 
thoroughly. He should at all times 
maintain a mailing list of potential 
prospects that includes the names 
'of those persons throughout his ter- 
‘ritory who are most likely to be- 
come interested in the product he 
handles, and, if interested, to buv it 
on profitable terms. 

“Most likely to become interested 
and if so. to buy on _ profitable 
terms” means: (1) People who own 
your cars today, especially those 
whose cars are over two years old 
(2) Neighbors of vour owners and 
,especially of your new customers 
‘selected from a street directory, if 
one is available. (3) Other people 
with the means to buy your car. 
(4) People whose transportation re- 
| quirements seem to indicate a place 
| for one of the types in vour line. 
'(5) People of sufficient means, who 
‘at present have no cars, or whose 
present cars are of a make, type 
and year that can ordinarily be re- 
handled with a minimum of loss. 


(6) People who for special reasons | 


seem particularly likely to buy dur- 
jing the current season and are 
therefore worth some cultivation 
whether or not they surely measure 
up to any or all of the above re- 
quirements. 

Easy to outline, but hard to com- 
pile, is your thought. Right. But 
jall the more worth compiling on 
that account, for the average dealer 
has no scientific mailing list and 
possession of one is therefore doubly 
|advantageous to the dealer who has 
put in the needful work to create 
and maintain one. 


The sources of information 


| this sort of analysis vary with the 


| territory. 


In some rural sections the dealer 
| can almost make one up from mem- | 
In metropolitan areas he has | 

rating 
| books, the directory of directors, the 


| ory. 


| to dig deep for it. Credit 


street directory, if one is published 


club registers, the Social Register, 


individual | 


dealers | 


for | 


NTIL further notice 


all mail for the ad- 
vertising department of 
Automotive Daily News 
should be addressed to 
350 Hudson St., New 
York city. The _ tele- 

'| phone number is Canal 
1! 6-1000. 


INCREASED OUTPUT 
OF AUTOMOBILE AIDS 
CHICAGO STEEL TRADE 


(Continued from Page 1) 


placing commitments for deliveries | 
covering from two to three weeks. 

The policy of the automotive) 

manufacturers is declared by the 
steel men to reflect not only their 
confidence in the continued upward | 
trend in 
|also their belief that business 
general is certain to improve stead- 
ily from now on. 

Departure from the former policy 
of hand-to-mouth buying of ma- 
terials by the automotive producers 
is being hailed as an important 
barometer of business. In addition 
to placing specifications for steel 
during April, May and June in this 
area, the automotive manufacturers 
have ordered deliveries in increasing 
amounts each month over the one 
preceding. 

It is realized that the more con- 
| fident attitude by manufacturers of 
| motor cars, trucks and parts is due 
in part to the seasonal demand. 
However, according to steel interests 
here, that does not tell the whole 
story. The feeling is that increas- 
‘ing demand for materials is caused 
primarily by gains in sales and reg- 
istrations already made, which in 
turn have caused the motor manu- 
facturers to step up their output. 

One of the leading malleable iron 
interests in this territory reports 
| specifications received from a large 
‘automobile manufacturer covering 
| the three months period. A factor 
}in this and other instances has been 
| the price concessions by steel com- 
panies to the automobile trade. With 
jcars at low prices despite better 
| Style and performance, it*is agreed 
that raw material figures must. be 
reduced in order for the automotive 
;manufacturers to operate at a fair 
| profit 


NASH EARNED 


$1,099,193.53 IN 
FIRST QUARTER 


(Continued from Page 1) 
| January and February, 1931, was 
| presented, showing cash and gov- 
ernment securities in the company's | 


in | 


| treasury amounting to $35,747,468.83. | 
|The company earned during the 
} quarter $1.099,193.53 after deducting 
{all expense of manufacturing, sell- 
|ing and. administration _ provid- 
}ing for depreciation and both state 
|}and Federal taxes. 

The dividend is the same as has 
been issued quarterly by the com- 
pany previously. 

C. H. Bliss of Kenosha, who has 
long been identified with the com- 
pay as sales manager, was elected a 
and director in 


| vice-president 

| charge of sales. 
| ©. W. Nash, president of the com- 
| pany, presided at the meeting of the 
| board of directors. Other directors 
|in attendance at the meeting were 
|Frederic W. Allen, Thomas W. 
| Kearney, Harojd H. Seaman, George 
|C. Lee, Earl H. McCarty, James T. 


Wilson and C. B. Warren. 


‘PISTON RING CO. HAS 
| 132% SALES INCREASE 


| 


Grand Rapids, Mich., April 10.— 
| The Piston Ring Company announ- 
| ces replacement sales for the first 
| two months of this year is 132 per 
|cent. greater than in the same two 


the car registration records and his} months of last year. 


own sales records of former years 
can each contribute something and 
are generally checked against each 
other by the enterprising city mer- 


ALTOONA MOTORS TO _ 
HANDLE DE VAUX LINE 
New York, Apri] 10.—The De Vaux- 


chants who are really dving a job | Hall Motors Corporation, distributor 


along this line. 
(Continued on Page 4) 


at Altoona, Pa., is the Altoona Mo- 


tors, Inc., not Penn Motors, as pre- | 


viously reported. 


automobile demand, but! 


A 


Jim Ford 
a ok 
Heart to Heart Highway 
; * * 
Personnel Changes 
7. 


* * 


Chris 


Sin 


N the passing of Jim Ford, manager of the automobile 
department of the New York Herald Tribune, the indus- 
try loses one who, for the past ten years, was a prominent 
participant in the activities of this great business of ours. 


‘While he was a newspaper man, his contact was so close and 


intimate that he seemed to be one of the important cogs in the 
maze of machinery that has made this the greatest of 
American industries. 

No one had a wider acquaintance nor more friends 
among factory executives and the advertising forces than 
this same Jim Ford, whose unexpected death at New Rochelle, 
N. Y., last Tuesday night, leaves a gap in the ranks of the old 
guard, With one more gone, we stand before you—Jack 
Kerrison of the Boston Post, Jim Sullivan of the Boston 
Globe, Duncan Curry of the New York American, Davidson 
Brown of the New York Journal, F. Ed Spooner of Motor 
West, Ray Sherman and Neal Adair of Motor, Harry Taran- 
tous and Alee Johnston of Automotive Daily News, Walter 
Bermingham of the Chicago Times, George Robbins of the 
Chicago Evening Post, Floyd Noe of the New York News. 
There’s not many left, after all. 

. * 
HEN the tunnel connecting Detroit and Windsor was 
opened last fall there was a contest staged to find a 
name for this vehicular tube, but somehow or other, none of 
the suggestions seemed to be acceptable. But this writer has 
an eleventh-hour idea, which came after reading the com- 
pany’s ad and absorbing the slogan “From the Heart of 
Detroit to the Heart of Windsor.” Why not call it the 
Heart to Heart Highway? ‘Take it or leave it, but there it is 
in all its alliterative splendor. 
a 
UR predecessor as conductor of this column, Fred Kings- 
bury, has deserted the automobile end of the automo- 
tive industry to become advertising manager of the Chriscraft 
Corporation at Algonac, Mich., which makes motorboats of 
national fame. Fred's sixteen years’ connection with motor 
cars, nine of which were spent as automobile editor of the 
Cleveland Plain Dealer, has given him a good training for 


* 


. * 


‘the new position. 


* * . 


NOTHER change is found in the announcement that Karl 
H. Bronson has become director of advertising for 
Graham-Paige, moving across town from the same position 
with De Soto. 
In going with Graham-Paige, Bronson rejoins C. W. 
Matheson, general sales manager of that organization. When 


| Bronson first broke in, sixteen years ago, it was with Dodge 


Brothers, at the head of whose sales organization was this 
C. W. Matheson. After four years with Dodge Bronson 
joined Packard's advertising staff, and when De Soto started 
up, in 1928, he became advertising manager of that Chrys- 


ler unit. 


* ~ 


a 

WITCHING to aviation for a few paragraphs, we wish to 
point out that Ford is springing a surprise in the air- 
plane show which opens here today. He is exhibiting for the 
first time a single-motor transport intended solely for cargo 
carrying and which is not equipped for carrying passengers. 


This is an unusual departure from prevailing aviation 


| practice. 


The wing and fuselage of this new cargo carrier are of 
exactly the same dimensions as the standard 5-AT passenger 
transport type. Inasmuch as the plane is not intended for 
passengers, no windows, with the exception of small round 
portholes in each side of the fuselage, are provided. 

While it is carrying a Hispano-Suiza engine, it is not 
standard equipment. Ford engineers are trying out engines 
of both American and foreign makes in order to arrive at a 


|conclusion as to the most suitable power plant. 


It is Ford’s theory that there is a great future for air 
express, as well as mail, and that planes of this new type will 
be required by the lines, in addition to the passenger trans- 
ports of the tri-motor type, for the carrying of the ever- 
increasing loads of express and mail. 
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~ Contacts and More Contacts 


CAREFUL PLANNING, CONST 
SUPERVISION OF SALES FORCE 


ESSENTIAL, S 


By GEORGE C. 


AYS TENNEY — 


TENNEY 


(General Sales Director Marmon Motor Car Company) 


HE dealer who knows what to do; when to do it; how to! jumber. 
do it, and is willing to do it, will be a suecess today. 


This} 


applies to the future just as much as it did in the past. 


Analyze any successful dealer and ¢ 
you will find that he has conformed 
to these things. By the same token 
analyze the not-so successful dealer 
and You will find that somewhere 
along the line, and in some manner 
he has failed to measure 100 per 
cent. to these principles. 

Lack of capital is seriously 
dering many dealers from doing a 
-better job of which they are cap- 
able. More capital, 
plied, would enable them to get the 
business in the territory which is 
rightiully theirs. 

Cars are being sold 
can be sold. 
that every day. But to sell them it 
is necessary to make more contacts 
than we did a few years ago. The 
thing to do, as I see it, is to make 
up our minds that we must do three 
or four times the amount of work 
that we formerly did in order to 
secure, relatively, the same amount 
of business. 

If a dealer expects to sell 100 cars, 
for example, and a check-up of his 
present record shows that he sells 
one car every twenty contacts, then 


today and 


simple arithmetic tells us that he | 


must make 2,000 contacts tc sell 100 
cars. Knowing this there is but one 
thing to do, and that is to do it. 
Nothing less will suffice. 


hin- | 


judiciously ap- | 


We see evidences of | 


Any line of sales promotion is 
| helpful. But it should be followed 
up consistently if the greatest good 
lis to be obtained. Some promotion | 
\is better than others, and the dealer 
|should apply that line which is best 
; suited for his territory and for the 
car he handles 

Acquaint those in his territory 
with his cars. That should be the 
dealer's watchword in his advertis- 
ing. He shouldn't take for granted 
that the public knows his merchan- 
dise. They may, but if they are 
told about it. if they have a clear 
explanation of its value he is bound 
to have an advantage over the 
dealer who does not take the time 
or effort to tell them. 

Then, also, the dealer by study- 
ing his territory knows the buying 
‘tendencies of those that live there. 
By playing the reason 


he will be more certain of bring- 
ing them into his showroom than 
he would if such a reason was not 
mentioned. 

Combining the new and uSed car 
display under one roof should ma- 
|terially help to reduce overhead, | 
and release money which could be 
more profitably employed. 


De Vaux Distributor and 


Dealer List Grows Rapidly 


GRAND RAPIDS, Mich., April 10. 
—Appointment of new distribu- 
tors and dealers by the De Vaux- 


Hall. Motors Company of this city | 


has been proceeding steadily since 
early this year. The following is 
the list of those signed up to the 
Ist of April. 


DISTRIBUTORS 
Augusta Motors Company, Au- 


gusta, Me.; Beverwyck Motor Com- 
pany, Inc., Albany, N. Y.; George W. 
Browne, Inc., Des Moines, Ia.; 
George W. Browne, Inc., 2719 West 
Wisconsin St., Milwaukee, Wis.; 
Burgdorf Motor Company, 2719 S. 
Jefferson Ave., St. Louis, Mo.; De 
Vaux-Philadelphia Company, 1415 
Broad St., Philadelphia, Pa.; Fore- 
man & Hutcheson, Hempstead, N. 
Y.: Gayness-De Vaux Motors, Inc., 
Merrick Road and Hillside Ave- 
nue, Jamaica, L. I., N. Y¥.; G. T. 
Knight Motor Company, Wheeling, 
W. Va. 

Kuennen Motor Company, Inc., 
Creseent and Ionia, Grand Rapids, 
Mich.; R. H. Collins Automobile 
Company, 2220 South Michigan 
Ave., Chicago, Ill.; Marra Bros., 611 
West State St., Olean, N. Y.; Mer- 
ramack Street Garage, Manchester, 
N. H.: Ostenberg Motor Company. 
132 South 5th St, Salina, Kan.; 
Penn Motors Company, Altoona, Pa. 

Rawls Motor Company, Raleigh, 
N. C.; Reo Motor Company of New 
England, Boston, Mass.; the Robis- 
chon Motors Company, 301 Lafay- 
ette Ave., Utica, N. Y.; Saurman 
Motor Company, 7th and Turner, 
Allentown, Pa.; H. D. Shawkey, 5422 
Penn Ave., Pittsburgh, Pa.; Stack 
Smith, De Vaux Northwest 
Company, care Athletic Club, Min- 
neapolis, Minn.; United States Motor | 
Seles, 493 Broad St., Newark, N. J. 


DEALERS 


Batchtown Motor Company, 
Batchtown, Ill.; Baurman & Fallert, 
Ste. Genevieve, Mo.; Celinsky Motor 
Company, Carlinville, Ill.; Green- 
wood Sales and Service, Kirkwood, 
Mo.; Fiedler Bros., Stevensville, 


Motor | 


| Mich.; H. D. Van Nornum, 111 North | 
| Madison St., Marshall, Mich. 

| Martin Macomber Auto Sales, | 
Comstock Park, Mich.: the Pike 


Garage, Whitehall, Mich.; Oakdale 
| Garage, Inc., 1439 Eastern Ave., S.| 
E., Grand Rapids, Mich.; Stegman} 
| Motor Sales, 1535 Plainfield Ave., N.| 
|E., Grand Rapids, Mich.; Cook Mo-| 
| tors, Lafayette St.. Greenville, Mich. | 

Allen Lambert, 65 Elm St., Man- 
chester, N. H.: H. W. Ray, prop.. | 
Chester Garage, Chester, N. H.; Ed-| 
ward J. Hunt, 500 N. Main St., Ed-| 
wardsville, Ill.; Frank Petsche, Liv- | 
ingston, Ill.; Rebstock Bros., Carmi, 
Tll.: E. R. Shade Sales and Service, | 
4647 Page Boulevard, St. Louis, Mo 

Petoskey Auto Sales, Petoskey, 
Mich.; Smith Motor Sales, 1382 S. | 
Main St.. Plymouth, Mich.; West} 
Side Auto Sales, 411 Scribner St., 
N. W., Grand Rapids, Mich.; Ray- 
mond Motor Sales, 1213 Center St., 
Lansing, Mich.; Thomas- Wilkinson 
Motor Sales, S. Division Avenue, | 
Grand Rapids, Mich.; American | 
Motors, Inc.. 1444 Lake Drive, S. E., | 
Grand Rapids, Mich.; L. D. Wyman, 
Danville, Ill.; Spaulding Auto Sales 
‘and Service, 2551 S. Spaulding Ave., 
Chicago, Ill. 

M. & H. Motor Company, 3032) 
Lawrence Ave., Chicago, Ill.; Kuhl- 
man & Nagel, 716 Pearson Blvd., 
| Desplaines, Il.; Goss Motors, Inc., | 
70 South La Salle St., Aurora, II1.; 
Rodeghier Motors, 645 E. Jefferson 
St., Joliet, Ill.; Watson Sales Com- | 
pany, Bolivar, N. Y.; Opas Garage 
& Motor Sales, 5114 S. Racine Ave., | 
Chicago, Ill.; Union Auto Sales, 5718 | 
S. Western Ave., Chicago, Ill; Fine | 
| Thomas Motor Sales, 4140 Irving | 
Park Blvd., Chicago Ul.; Elmer J. 
| Daus Motor Company, 216 Prairie | 
| St., Elgin, Il.; A. W. Warnke Motor | 
Sales, 4542 W. 22nd St., 
| Til; 
| Western Ave., Blue Island, I. 


NEW GARAGE CONCERN 


Buffalo, N. Y., April 10—The 
South Park Garage has been estab- 
lished at 405 South Park Ave. under 
the manegement of Fred Mayer. 


up which | 
appeals to them in his advertising 


| dent, 


| Reitan Motors, 


| bago St., 


Chicago, | 
Prenger Bros. Motor Sales, 380 | 


"ASBURY PARK SHOW 
EXHIBITS CARS, TRUCKS 
BOATS AND ACCESSORIES 


Asbury Park, N. J., April 10 
Latest models of automobiles, trucks, 
motor boats, radios and accessories 
are being exhibited in the Casino 
at the annual show of the Asbury 
| Park Automotive Association this 
| week. 

The show promises to outstrip all 


| others held here in attendance and | 
in | 


|}sales. The exhibits are greater 
variety and beauty. 


The association, made up of local 


| 


motor car and truck dealers, was or- | 


ganized in 1925 to promote 
}sales in the automobile 
industries. The annual show is one 
of its principal activities. 

The exhibit includes motor 
headlight controls, sea skiffs, 
boats, cruisers, motor boats 
overhead doors 

Arrangements are 
Malcolm Harris, 
automobile _ section; Roland 
Hines, president, accessories; 
Rosenstein, decorations; 
Schuyler, treasurer, 
Ben O'Brien, secretary 
ing. 


FRANKLIN, MILWAUKEE, 
APPOINTS LANCASTER 


Milwaukee, Wis., April 10.—John 
J. Lancaster has been appointed 
sales manager of the Franklin Sales 
,Company, a division of Edwards 
Motor Company, which recently 
| took over the distribution of Frank- 
| lin cars in this territory. Mr. Lan- 
| caster has been associated with the 
| Franklin line for the last seven 
years. 

The Edwards Motor Company sold 


oil, 
sail 
and 


in charge 


J 


Harry 
advertising; 
floor cover- 


more new cars in the first quarter | 


of 1931 than during any first quar- 


,ter since 1926. There has been a/| $#in of 16 cars 
| decided increase in the number of | 


| cash transactions, it was stated. 


| MI’ GOUGH CHEVROLET co. 
FORMED IN ALABAMA | 
Montgomery, Ala., 
—Articles of incorporation for the 
McGough Chevrolet Company were 
| filed here recently, the organization 
to be separate from the McGough 
; Motor Company, Packard and Gra- 
' ham dealer. Officers of the com- 
pany are: Tom McGough, Jr., pres- 
ident; E. S. McGough, vice-presi- 
and J. S. Spann, secretary and 

treasurer. 

LEGGETY CHEVROLET CO. 
GETS STATE CHARTER 
Sanford, N. C., April 10.—Leggett 
Chevrolet Company has been in- 


| corporated with an authorized capi- 


tal of $50,000. The incorporators 
are L. J. Bullard, Joseph Freeman 
and W. M. Leggett, all of this city 


REITAN MOTORS, INC., TO 
SELL CHRYSLER, PLYMOUTH 
Minneapolis, Minn., April 10. 

Inc., 3025 Hennepin 

appointed Minne- 
and Ply- 


Ave., has been 
apolis dealer for Chrysler 
mouth automobiles. 


NEW CHRYSLER, PLYMOUTH 
DEALER IN ST. PAUL 
St. Paul, Minn., April 10.—--An- 
nouncement has just been made of 
the appointment of Al Mergens 


| Service, 1000 West 7th St., as a deal- 


er for Chrysler and Plymouth. 


OWNERSHIP CHANGE 
Rockford, Il., April 10.—-Rockford 
Automotive, Ltd., 117 North Winne- 
local dealer for Chrysler, 
Plymouth, Auburn and Cord cars, 


| has been sold to G. H. Clark, presi- 


dent of the Clark Motor Company, 
Beloit, Wis. The Beloit concern will 
add the Chrysler, Auburn and Cord 
cars to its Oakland and Pontiac 
line. The local company will be in- 
corporated under the Illinois laws 
}as the Clark Motor Company. 


OCCUPIES NEW HOME 

Springfield, Ul., April 10—New- 
man Bros., Studebaker dealer the 
past eleven years, has occupied its 
| new sales and service location, 410- 
412 South 5th St. Open house was 
held all week. Ed West, with four- 
teen years’ experience handling 
Studebaker cars, is in charge of the 
service station, with factery-trained 
Studebaker mechanics. 


retail | 
and allied | 


of | 
vice-president, | 
| February's 
Harry | 


| March, 


SS See 





Sell Cars Tt Today 


Chevrolet Shows Big Gain 
In March Indianapolis Sales 


NDIANAPOLIS, Ind., April 10.— 

Led by Chevrolet, which regis- 
tered a smart increase in new car 
sales, the March list just compiled 
here for Marion county 
apolis) showed decided improve- 
ment over February with a gain of 
27'% per cent. Totals for the first 
quarter were 24 per cent. off, With 
2,974 cars in 1931 and 3,884 last 
year. 

Although 
behind the 


running considerably 
record of March of last 
vear, the 1931 figures, which totaled 
1.184 cars, carried a much more 
hopeful color than for many months 
past and portend to -picture con- 
tinued improvement in the retail 
division of the trade. 

With practically the entire list 
joining in the upward swing from 
figures, more than a 
dozen makes of cars likewise dis- 
played strengih in public favor by 
topping their respective totals for 
1930. 

The total for February 


was 926 


| cars, and for March of last vear 1,642 


cars 

Auburn was one of 
gainers in percentage, registering 
44 cars, against 14 in February and 
20 in March last year. Buick more 
than doubled February's mark with 
47, against 23 and 45 for the pre- 
vious March, Chrysler rose sharply, 
with 43 new cars registered in 
March, against only 10 in February 
and 30 in 1930. 

Chevrolet, heading the parade by 
a comfortable margin, totaled 302 
cars, against 247 in February and 
235 in March a year ago. Ford, in 
second place, accounted for 275, a 
over February. 

the month went 


the biggest 


Third place for 


|} to DeSoto, with 90 


April 10 (UTPS) 


OMPLETE 


(Indian- |, 


; blac, 


cars registered, 


against 48 in 
March a year ago. 
fourth position with 75 cars, a big 
gain over February, when 40 new 
cars were registered, and also over 
March of 1930, when 61 were listed. 
Fifth place went to the Oakland- 
Pontiac combination, with 64 cars, 
comparing with 44 in February and 
78 last year. 

Studebaker was another to show 
sharp increases, 29 cars last month, 
comparing with 8 in February and 
27 in 1930. Plymouth also doubled 
its figures with 37 last month, 18 in 
February and 14 in March of 1930. 

Others making gains over Feb- 
ruary included Cadillac, Cord, 
Dodge, Essex, Franklin, Graham, 
Hudson, Hupmobile, La Salle, Lin- 
‘oln, Packard, Pierce-Arrow, Reo 
Willys-Knight. Those gaining over 
March ot 1930 were Auburn, Buick, 
Cadillac, Chevrolet, Chrysler, De 
Soto, Hupmobile, Marmon, Oldsmo- 
bile, Plymouth, Reo, Studebaker, 
Willys and Willys-Knight. 

Both the General Motors and 
Chrysler divisions showed combined 
total gains, the former with 418 units 
in March this year, compared with 
381 in March of last year, and the 
latter registering 189 units this 
vear, against 163. 

Figures for the first three months 
revealed numerous gains over the 
same period of last year. These were 
made by Auburn, with 94 against 
30; Buick, with 108 against 85; 
Cadillac, 10 against 3; Chevrolet, 
756 against 676; Chrysler, 66 against 
52; De Soto, 160 against 138; Hud- 
son, 32 against 32; Marmon, 68 
against 58; Oldsmobile, 152 against 
137; Plymouth, 74 against 35; Pon- 
134 against 122; Reo, 16 against 
9; Stutz, 6 against 3; Whippet, 75 
against 42. and Willys, 46 against 8. 


— cae 


February and 66 in 
Oldsmobile took 


February 


registrations for the first 21 states 


reporting show decided increases in 


Willys sales over the same month of 


last year. There’s business for those 


who will go out 


and get it — and 


Willys dealers have something to 


get it with! 


Write or wire for franchisegpacticulars 


W iltys-Overlaad, Taw., Tolesto, 


>. Willys (bvecland, Lad,” 


WIL 


Toronto, Can, 


LYS 


A BIG SEX priced Hke a tour 


A POWERPFUTE 


A BRILISANT KNIGST 


2 NEW 


KIGMHT . . 


WILLYS TRUCKS 
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Some localities have valuable lists 
especially compiled by mercantile | 
1931 bodies that combine most of the | 
these, sources, except that contained 
in the car registration lists. It is 
impossible to give any general form- 
ula for this detail of the dealer's 
work, but a productive mailing list | 
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23-May 


MAY 

4- 9—Charlotte, N. C. Good Roads Con- 
vention 

4- 9—Washington, D. C. International! 

iat. > Chamber of Commerce, convention 

mistake . j- 8—Milwaukee, Wis. Production meeting 


American Petroleum 
mid-year meeting, 


nineteenth aeronau- 
Book-Cadillac. 
National Foreign 


8-12— 


American Society ot 
Oil and Gas 


An- 
Automotive Engineers. 


22-26—-Chicago, Il. American Society for | 
Testing Materials, annua] meeting 


he gets it and to give it a heavy 
Of course the long range shelling 
But now is the time for heavy pres- 
2 5 ; ; : Where Sales Work Ties In 
NE of the unintentional benefits brought to this country | 
work. Mail should pave the way 
export business in the general sum of our prosperity. Until ( 
personal canvass your mail cam- 
F , . calls and the latter should follow 
relation to ©: own prosperity or lack of it. In other words, 
prospects, but one who receives what 
was an int: ial catastrophe. Almost every country in 
|days to see if you cannot arrange a 
of | oh 
suddenly their purchases or stopped them. We) Phone call and, while he may not 
ab: had considerable significance in creating may be so favorably impressed by 
prosperity 
: , Z 'selling unassisted by mail is often 
yrought the situation home to all of us when he . : ” 
motive industry had drawn two months’ pay from the opera- letters of the right sort, it can be 
: Lig ys . To co-ordinate mail and solicita- 
the significa:ce of the export trade and the conditions which 
mailing list must be done under 
Automotive Daily News, Mr. Mooney called attention to three 
campaign, to be really effective, 
The first mistake, Mre Mooney says, is our refusal to! *' 
| himself. The prospects assigned 
and sell them unless we made it possible for our customers to! authority, and their reports care- 
Si . and by groups in this campaign— 
The second mistake Mr. Mooney calls an error of com- — 
sales drive is on. Close supervi- 
excellent customers who wanted to ship us goods in exchange 
that we are not »ealizing that the great nations of the earth 
11-)3—Seattle, Wash. Washington Motor 
the picture. ber of Commerce convention 
20-23—Birmingham, Ala. American Society 
real progress in the attempt to get back the export trade States Chamber of Commerce, con- 
of 1929. There are probably few people who do not know 
if the numbskulls on Capital Hill should be allowed to meddle 
13-14—-Tulsa, Okla. 
r 5 B ‘ ’ | 15-16—Detroit, Mich. 
country, particularly from business, when Congress adjourns, 
27-20—New York City. 
intentional prophets of evil does not mitigate the effect of 
Annual Show 
14-19—White Sulphur Springs, W. Va 
tion for continuance of our business revival is to remove the | 
26-Oct. 
beet sugar experts. | CES 


bombardment within the next six 
weeks. 
should have begun in January— | 
|Should, in fact} never have ceased. 
sure both by mail and by personal 
Export Errors canvass. 
The maili.g list should always be 
by the late, or is it present, depression, has been a | ‘he list from which your salesmen 
somewhat less vague understanding of the significance _of | and personal selling should follow. 
If the list is too big to cover by 
now most of us have assumed that sales made by our manu- ‘paign should include letters that 
facturers or producers abroad were something that had no/ Prepare their recipient for telephone 
immediately. Telephone selling is 
we were not internationally minded. | classed as an impertinence by many 
The depression which started in the latter half of 1929 looks like @ personal letter saying 
‘rnat ‘that you will call up within a few 
the world. =.ffer-c under it. Nations that had been buying | demonstration will have had his 
generously goods, among them our motor vehicles, |™ind prepared for the ensuing tele- 
rtail 
: : 4 lake the demonstration he probably 
found tha’ he 16 or 12 per cent. of our total business which | win not resent the sania ona 
came fron 
r the reverse. In our own industry Alvan Macau-| the contact that he will become an 
ley, president of the National Automobile Chamber of |2°tve Prospect later on. Telephone 
Commerce, : C L unproductive and sometimes a 
called attention to the fact that in 1929 every man in the auto-| boomerang. Preceded by preparatory 
tions of the export division of the industry. ‘ cn ae ae so where 
If there is one American who understands completely | ; 
( tion through sales management is 
govern it, he is James D. Mooney, vice-president of General essential. The compilation of the 
Motors in charge of export operations. The other day, in . né 
. careful executive supervision—not 
( : ans left to underlings. The mailing 
great errors that we have committed and are still commiting P 
in relation to the development of our export trade. must originate with the highest sales 
authority—preferably the dealer 
heed the warnings given us that we could not continue to’ fom the mailing list should be giv- 
export our products and manufactures to foreign countries en to the salesman by the 
pay for what they might buy. That he calls an error of fwly checked by him. Salesmen 
omiasion should be worked on individually 
ce } 4 ’ i in all campaigns, 
mission, and it was the passing of the Hawley-Smoot bill, more intensively when no special 
which, as he expresses it: “Slammed the door on many of our 
for the goods ve had sold them.” | COMING EVENTS 
The third « »ror Mr. Mooney puts in the present tense, in| 
APRIL 
are busy making trading arrangements among themselves | Sencaien caesar tae, 
which threaten "eave the United States altogether out of | 11-19—Detroit, Mich. Aeronautical Cham- 
16-17—Milan, Italy. Internationa] 
We are going ahead with plans to speed business revival mente Galen 
at home, but it would be idle to say that we are making any o ieee ae eles 
. : ° e | ) 
that contributed sv argely to the prosperity that we enjoyed | ee 
during the years following the war and up to the latter half | 
now that the Hawley-Smoot bill was a grievious 
‘There are probably a few people who are beginni = Society Automotive Engineers 
. | A pet h ) are be ginning tow onder 9-Aug. ‘o—Berlin, Germany. international 
) J : Garage Exposition 
in international economic relations as these are affected by Snatitute. first 
tariff schedules. The sigh of relief that goes up from the! shave, Watel 
tive Engineers, 
> ° ° . ical z, 
is a commentary on the esteem in which we hold our legisla- New York 
tors. That these latter are victims of a system rather than ee 
: » & Chicago, Il. Radio Manufacturers’ 
their stupidity. 7 | 15-18—Madison, Wis. 
One of the first steps that should be taken toward| pesonnices Zaencee, 
rehabilitating our export trade and so building a solid founda- whit 
tariff from politics and have protection without exclusion. | 
Tariff schedules should be set by men of international] vision | a a Be ta 
° . n ° . . 
and understanding of economics, not by country lawyers or | meeting, American’ Electric Railway 
- 7 NOVEMBER 
We might give this matter a little consideration when| DI. Annual meeting, Amer- 
another election comes along. —— a a 


10- itr Oblcese,, 
Stevens. 


data which can be gleaned from | 


sales campaign, and every reader of | 


thing is urged to work nights until | 


same | 


indeed, and even) 


Auto- | 


Society of Automo- | 


summer meeting, Society of | 


NEED OF CO-ORDINATED SALES 
EFFORT IN ALL DEPARTMENTS 


(Continued from Page 2) 


in fact, an elementary ne- 
But we are 
as of the 


sion 1s, 
cessity at all times. 
talking about selling 
present. 

| Thus far we have selected pros- | 
pects, reached them through the} 
mail, and are now in process of fol- 
lowing up by telephone and per- 
sonal solicitation. How good are 


these salesmen of ours? how can we} 


improve them? how should we pay 
them? and where can we find bet- 
ter, if at all? 


Attracting Good Salesmen 
This question of sales personnel 


is a vital one and a serious one. | 


There are not so Many good auto- 
| mobile salesmen as there used to be. 


| The average of the available ma- | 


terial is not high. To attract men 


above the average requires a sound | 


| compensation basis and the ele- 
ments in general of a better-than- 
average opportunity. Most com- 
pensation plans are 
Many dealers 
technicalities in applying them and 
allow their salesmen to feel that 
they are being short-changed in 
mean little ways. There is great | 
room for improvement in compen- 
sation methods and some of the 


soundest advice ever offered on that | 


subject has been given by Edward 
Payton, accounting supervisor of 
the National Automobile Dealers 
Association, who has developed a 
highly scientific compensation plan 
for both new and used car sales- 


men that places the incentive al- | 
ways in support of the major ob- | 


There space here 


jective. is no 
for its details, 
gladly explain its theory 
of our readers who may 
give this subject the thorough study 
it most certainly deserves. 


Generally speaking, the one com- 


to any 


prehensive prescription for securing | 


good sales material and constantly 
improving it is better all 
management. Good salesmen gravi- 
tate to the dealer whose business is 
run right in all respects, not only | 
because sound sales incentives will 
always be included in the program 


'of a well managed business, but be- 


cause that type of institution at- 
tracts customers and thus enlarges 
the salesman’s opportunity. It also 
is the one most likely to endure 
and therefore to provide a perma- 
nent niche for the salesman who | 
makes absolutely good. 
Sales Training 

The training: of salesmen is an un- 
remitting job. 
|that they cannot be better. 
analysis of each man’s work and 
|regular sales meetings to check and 
inspire the sales personnel are es- 
/sential. Contests, special bonuses 
|and all sorts of unusual] incentives 
lean and should be utilized to spur 
them on when dynamite is needed. 
To do their best work they must 
‘be constantly shepherded, enthused 


and instructed and no dealer who} 


does not thus direct his sales force 


| possibilities in selling. 
New Car Sales Depend on Used Car 
Turnover 

Along with the new car campaign 
should, of course, go a strong used 
car sales drive to keep the old cars 
| turning at the utmost possible speed 
and thus promote new car sales by 
| clearing the decks for the handling | 
of future trades. To do this subject | 
justice would require another mes- | 
| sage of the length of this one. 

What Service Can Do 

Service is always 
in new car sales promotion, 
a permanent rather than a recur- 
rent factor. Which means that in 
order to attract new car business it 
|must be uniformly good, not just 
good now and then. Properly han- 
died it is a profit-making depart- 
'ment by itself and requires an inde- 
pendent sales campaign to make 
|and keep it such. Here, however, we 


are discussing its relationship to new | 


|car sales and to support them it 
|should be working overtime at this 
| juncture to create the utmost pos- 
| sible good-will from all its cus- 
| tomexs, 

In this connection it is timely to 


unscientific. | 
take advantage of | 


but Mr. Payton will | 


wish to} 


around | 


None are so good | 
Careful | 


ean ever hope to realize his utmost | 





quote the recent statement of a very 
successful dealer—that 54 per cent. 
i< all sales to persons other than 

ormer owners of the car he sells 
ao from leads volunteered by his 
| owners. Every such lead is a direct 
| product of service satisfaction. This 
man has made service the keystone 
| Of his business structure. It is easy 

a see, from this result, how hand- 

mely that policy has paid. 

| wee Work and Better Management 

Essential 

Space is our vital handicap in at- 
tempting a discussion that deserves 
| as much detail as this. To do it 
full justice requires a review of every 
phase of the dealer's business, for 
{everything he does affects his new 
|car volume either now or in the 
| months and years to come. We have 
;merely scratched the outer surface 
here. 

But our major purpose, after all, 
has been to make the dealer realize 
that this is the moment for his 1931 
sales drive to gather momentum, 
‘and that to make it produce not 
only the volume but the profit that 
; it should it must be a whole-house 
|undertaking in which every fine 
point in the art of sales manage- 
ment should be utilized. 

We have tried to suggest general 
| lines Of procedure, leaving it for the 
| dealer to fill in the details. accord- 
ing to the conditions of his business, 

The one_ indispensable factor, 
whatever these may be, is everlast- 
ing work. After many years of ob- 
| servation the writer of this message 
|is prepared to assert that the out- 
| standing difference between the 
| average dealer who succeeds and 
| the average dealer who fails is that 
the former has worked much the 
|harder of the two. There is almost 
| no limit to the value of work at this 
job. It is one of the most exacting 
managerial undertakings in the 
| whole retail field. The dealer 
who wins generally does so by pro- 
jecting himself into every phase of 
his business—not by muddling with 
| details, but by directing and closely 
supervising the work of other men. 
The dealer who does this effectively 
can adjust his business to almost 
any situation because he has a per- 
| fectly responsive instrument to deal 
|with. Those of eur acquaintance 
|;who have done really well for the 
past fifteen months have virtually 
all been workers of that caliber. 
| Our closing admonition, therefore, 


| to every dealer who toes the line as 
of the present is to dig his spikes in 
deep for the greatest spell of work 
in all his history. We urge him to 
set as his goal for this year certain 
-sales results and certain profits and 
then to co-ordinate the functions of 
his various departments in such a 
way that the whole machine works 
together to achieve them. 


AUSTIN TO CONTINUE 
SALES IN CANADA 





Montreal, Quebec, April 10.-“The 
recent report that the Canadian 
Austin Car Company had closed 
down, although true, might mislead 
the public to think that the Ban- 
tam Austin car would no longer be 
sponsored in Canada,” stated M. 
Gibbons, manager of James A, 
Ogilvy’s Austin car department. 
“Actually,” he said, “the reverse is 
| the case, and in so far as Montreal 
is concerned, we are negotiating for 
even bigger operation, and have for 
|some little while been drawing Cars 
j}and spare parts from the United 
|States ‘factory direct. There has 
been no increase in the price of 
these cars owing to tariff changes, 
chiefly because more economical 
}operation is possible without the 
| Canadian company. 


LINK-BELT ADDS THREE 
| DIRECTORS TO BOARD 





a primary factor 
but it is | 


Chicago, April 10.—At the meet- 
ing of stockholders, the stockholders, 
under recent amendment of the 
Link-Belt Company charter, elected 
jthree additional members to the 
board of directors, thus increasing 
the board to twelve. No changes 
| were made in the old directorate of 
| nine. 

The new members are: Arthur L. 
Livermore, attorney, New York city; 
George P. Torrence, vice-president 
of the company in charge of the 
Indianapolis plant, and Richard W. 
Yerkes, secretary and treasurer of 
the company. 





Institutional Ad vertising, Put Over With Humor, 


Seattle Chrysler Distribu- 
tor Believes His Copy 
Should Smile as an Anti- 


dote for the Business 
Blues 


(THERE is no need of emphasizing 
the fact that business is a seri- 
ous proposition these days, but that’s 


no excuse for glum determination. | 


A smiling aggressiveness is a much 
better recipe. 

That's the 
E. (Herb) Stimpson, Chrysler dis- 
tributor, Seattle, Wash. It’s more 
than a credo; it’s a practice! He 
realizés that it is mighty easy to be 
serious for both merchant ani cus- 
tomer, and yet the diverting chuckle 
is a welcome release from the blues. 
Stimpson has turned this idea into 
cash. His service volume has in- 
creased 20 per cent. during the year, 
reaching the peak of $9,000 in Oc- 
tober. Accessory volume averages 
$5,000 per month and car sales are 
holding their own. 

It’s an old adage with the sales- 
man: ~Make your prospect smile.” 


+ 
business credo of H. 


Stimpson, the automobile dealer, has | 


broadened the idea to “Make your 
PROSPECTS smile!" It’s not an 
easy task, and yet, it’s not so diffi- 
cult as many suppose. Some one 
has defined a joke as a “chemical 
gem, a delicate and precarious con- 
jJecture of non-affinitive qualities, 
likely to go off at the touch of a 
feather, or lie mute and flat as a 
pancake!" That sounds terrific, but 
don't get frightened. 

Stimpson’s advertising is of the 
“feather-touch” variety.” Translat 
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a MERRY CHRYSLER CHRIST- | 
MAS.” | 

On another part of this mailing 
folder is the funny copy—the wise- 
cracking of “Joe” and “Ed.” A| 
sample is illustrated 


re 


“Nh 


OW listen Joe!! 


“N 


7 a 


ods 5 


J 


SS 


‘| ain't: ceabbin’ Ed!!—Bur lookit my fin 
worn out, dialing that darn phone tryin’ 


ger— 


Don't get sore 
to meet’cha on time — how can I help 
it if my fool motor takes a roadside 
rest, lays down and leaves me settin’ 
there for a hour!!" 


tures seasonable merchandise, spe- 
cial service jobs, heaters, etc. 

Thus the institutional advertising 
that builds a PERSONALITY about 
the firm is supplemented with ad- 
vertising that aims to sell merchan- 


eh a) 


2 i 
sy 


B ; 7 
7 |) 


I tcied 


to find you—and the other two guys of our 


foursome wise-crackin’ me 
Take my advice: have 


was always prompt 


cause | said you 


Herb Stimpson. the Chrysler Distributor. trade 


in that old ‘layin’ down’ 
and ges a Chrysler and be on time 
uses for this finger than dialing phones lookin 


=f- for you” 
a’ 
<< ~ 
D 
Of course, the copy does not com-,) 


pete with Mark Twain or Will Rog-| 


ers in wit and humor; it’s not neces- 


sary to go over. Rather a light- 
hearted, jovial tone is to be desired. | 
The dead-serious, life-and-death at- 
titude is taboo in this particular ap- 
peal. | 
Most people buy on faith: on the! 
Stability of the seller: on friendly | 
personality. Therefore, it is just as 
important to advertise the seller as 
the goods sold. Herb Stimpson be- | 
comes a friendly, jolly fellow in this 
advertising, and people remember 
him as such, They like to do busi- 
ness with a man who smiles. 
Supplementing this direct mail, is| 
house organ called “Chrysler- 


a 


| Gram.” This is sent out to the same! 


ing from the fat pile of letters which | 


the berries. 
* and So on 
shades of 
formal 


he has received, “It’s 
.. , “great stuff 
through, the different 
friendly badinage to more 
congratulations. 

And what is the “feather 
of real humor? Stimpson knows 
that a humorist is an artist who 
playfully gives the world his intui- 
tion of it and human life. He also 
is aware that his humor must send 
out a positive current . . a grati- 
fication of some interest, which, if 
it has not been specifically aroused 
in the puble mind, may at least be 
assumed to have a general interest 
to those who are to laugh. Stimp- 
son’s funny bone twangs on a va- 
riety of events, but mostly it 
volves about golf. 

The reason is obvious. It is of 
wide interest to men who buy in his 
price class. Golfers know how to 
play—how to laugh. The time spent 
on the greens is usually a jovial 
time, in which the most insignifi- 
cant thing seems funny. The golf 
joke is almost as universal as the 
Scotch story. In other words, the 
subject matter makes the job easier. 

This particular type of easy-to- 
read, facetious advertising, takes the 
form of direct mail vent to a selected 
list of 3,000 golfers. It consists of 
a light card six inches by twelve 
inches, folded twice for mailing, 
sent out once each month. Eight 
mailings have already been made, 
and the thing is so popular that it 
will be continued for some time, at 
least. Continuity of interest is se- 
cured by including a golf lesson in 
each mailing, with illustrations of 
correct stance for various shots. 
About 300 words of copy are in- 
cluded in this golf lesson. Further 
continuity is secured through the 
use of two caricatures—two seasoned 
golfers who wisecrack about most 
everything, including Chrysler auto- 
mobiles and American Automobile 
Company service! 

A golf cartoon in colors serves 
a laugh-maker. This is pasted at 
the top of the mailing card, and 
underneath is the facetious request, 
“Do Not Lift the Picture.” Of 
course, no one can resist the tempta- 
tion Underneath the picture 
peepers find this that, and 
other thing. Sometimes it’s 
joke 

At 


as 


other times the curious 
teaser, such as “July 10th Is the 
Big Day” (date of showing of new 
models). The December copy read: 
“The best assurance we can think 
of for an automobile trouble-proof 
year is to wish each and every one— 


‘ 


touch” | 


re- | 


the 
the | 
a good | 


gaze | 


under the picture reveals a cryptic | 


| eighty-four 








list, and 
specials, 
etc. 


features definite service 
merchandise, accessories 
It sells a lot of stuff. This| 


gallons of anti-freeze 
BEFORE freezing weather. It fea- 


pile of iron you drive 
I got other 


dise and service directly. This makes 
a winning combination, 


NEW CAR TRANSFER ACT 
EFFECTIVE IN WASHINGTON 


, 
Olympia, Wash., April 10—New 
regulations governing the transfer 
of automobiles, approved at the last 


session of the Legislature, which re- 


cessed last month, are now effective, 
according to Charles R. Maybury, 
state license director. 
that any one selling a second-hand 
automobile must indorse his license 
certificate on the back and transfer 
it, together with the license plates, 
to the purchaser. In addition, the 
buyer must file application for 
transfer of ownership before he is 
legally entitled to drive the auto- 
mobile. 


IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 





They provide | 





Pays 


Texas Census Shows High 


Position of Automotive Sales 


WASHINGTON, D. C., April 10.— 
The Department of Commerce 


| 


| has just released statistics covering 


retail trade in a number of cities 


in Texas, as follows: 

Retail business in Abilene, Tex., 
|}in excess of $17,300,000 is shown by 
'the Bureau of Census in the release 


| today of the returns from the 1930 
| Distribution Census now being com- 
piled. The 1930 population of Abi- 
lene was 23,175. 

The automotive group takes the 
|lead in this report, with the food 
group second and the general mer- 
chandise group third in order of 
sales. 

The automotive group, with 123 
establishments, does a business of 
| $5,720,992, or 33 per cent. of the 
total retail business. Sales in sev- 
enteen motor vehicle establishments 
amount to $3,923,236, and sales in 
sixteen accessory, tire and battery 
stores to $499,464. A total of sixty- 
two filling stations is reported with 
jaggregate sales of ‘950,933 in gas, 
oil, tires and other accessories. This 
| merchandise is also sold in twenty- 
seven garages, whose total business 
of $339,900 includes receipts from 
repairs and storage as well as from 
sales. 
| Retail business in Big Spring, 
Tex., approximated $7,000,000. The 
1930 populaton of Big Spring was 
| 13,735. 


| The automotive group 


general merchandise group third in 
order of sales. 

| The automotive group, 
| thirty-one establishments, 


takes the | 
| lead in this report, with the lumber | 
and building group second, and the | 


with | 
: does a} 
| Chrysler-Gram, for example, sold} CLASSIFIED ADVERTISEMENTS | business of $2,371,825, or 34 per cent.) group second and the general mer- 


amount to $1,824,361. A total of thir- 

| teen filling stations is reported with 
|aggregate sales of $398,487 in gas, 
| oil, tires and other accessories, This 
| merchandise is also sold in twelve 
| garages whose total business of 
$148,977 includes receipts from re- 
| pairs and storage as well as from 
sales. 

Retail business in Dallas, Tex., was 
jin excess Of $181,000,000. The 1930 
| population of Dallas was 260,475. 
| The general merchandise group 
| takes the lead in this report, with 

the automotive group second, and 

the food group third in order of 
sales, 

| The automotive group, with 632 
| establishments, does a business of 
$36,111,715, or 20 per cent. of the 
| total retail business. Sales in thirty- 
;eight motor vehicle establishments 
amount to $21,662,843, and sales in 
| fifty-nmine accessory, tire and bat- 
tery stores, to $2,544,244. A total of 
} 333 filling station~ is reported with 
| aggregate sales of $7,643,911 in gas 
| oil, tires and other accessories. This 
| merchandise is also sold in 152 ga- 
| rages whose total business of $2,397,- 
| 369 includes receipts from repairs 
|}and storage as well as from sales. 
|Of the 333 filling stations, 143 are 
|single-station independents’ with 
| sales of $3,049,673, while ninety-two 

are local multi-units with sales o! 
| $1,886,097, and ninety-eight are uni 
lof secti-nal and national chai-s 
| with sales of $2,708,141. 

Retail busine’: in Denison, Tex., 
was in excess of $6,600,000. The 
|} 1930 population of Denison was 
| 13,850. 

The automotive groun takes the 
this report, with the food 


|} lead in 


of the total retail business. Sales in| 


six motor vehicle establishments 


(Continued on Page 6) 
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Those who read Automotive Daily N 
around 70,000 because an average of seven persons 
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1 copy e 
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normal with the outlook good for|ticed a decided improvement in 
the next three months. automobile sales during the last 60 


| days and expect this improvement 
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ceiecail 3 e | total retail business. Sales in thirty- 
SUS Shows High ‘ one motor vehicle establishments 


amount to $20,685,560, and sales in 





Position of Automotive Sales 


(Continued from Page 5) 


chandise group third in order of 


Sales. 
The automotive group, with forty 


Tex., was in excess Of $123,000,000. | rages whose total business of $1,849,- |r. this month. 


| The 1930 population of San Antonio 
was 231,542. 
The automotive 


group takes the 


forty accessory, tire, and battery 
stores to $2,258,190. A- total of 319 
filling stations is reported with ag- 
gregate sales of $4,482,974 in gas, oil, 
tires, and other accessories. This 


|SAN ANTONIO, TEX., April 10.— 
Continued optimism is evidenced 
|by local automotive dealers in re- 
actin new and used car sales for 


| merchandise is also sold in 122 ga-|March and in predicting business 


000 includes receipts from repairs 
and storage as well as from sales. 
Of the 319 filling stations, 228 are 


Many of these 
| dealers are of the opinion that the 


| corner has been turned and that a | 


inew era of prosperity is just around 


{to be permanent. Our used car 
;stocks are in good condition, sales 
jare good, and we have a steady 
'turnover on all stock.” 
| A still better condition is reported 
iby Dale Dietrich, general manager 
| for the San Antonio Motor Com- 
|}pany, Hupp distributors. 

“Our sales during January and 
February were 100 per cent. greater 


establishments, does a business Of! jead in this report, with the food | single station independents with ee ee i ; ws 
$1,601,130, or 24 per cent. of the to-/ group second, and the general-mer-| sales of $2,807,078, forty-two are|the corner. The majority, how- ee a gag > 
tal retail business. Sales in six motor chandise group third in order of units of local multiunit organiza-|ever, take a more conservative out- ae experienced a wonderful ta 

sales, tions with sales of $709,600, and |look, while agreeing that business is lcrease in business during the past & 


vehicle establishments amount to 


$1,162,500. A total of nineteen filling 
stations is reported with aggregate 
sales of $274,388 in gas, oil, tires and 


The automotive group, with 535 | forty-nine are units of sectional and | better, predicting that it will be 
establishments, does a business of! national chains with sales of $966,-|several months, and in all proba- 
$30.238.587, or 25 per cent. of the ' 296. 


|bility fall, before automotive sales 
jagain reach normal. 


few months ‘which we contribute in 
no small part to free wheelng, which 
now holds the attention of the mo- 
toring public. 


other accessories, This merchandise D ll “s | e , “March was the best _ month we “ay Saat aie eles aie tas end 
sold in thirteen garages whos H h e Bo lave had since December, ara | condition, this firm being one of 
oo tesiness of 905.034 Coainien re- a as a es I er; nus Orsinger of the Orsinger ? Motor the five among twenty aalienakiad 
ceipts from repairs and storage as) P H ] M vag ee en a, ee in San Antonio who have 
yell as from sales. m t C tors, stated. “During March We | used car stocks under $8,000. Our 
wRetail business in Galveston, Tex., ay en S € p ove ars made twenty-two retail sales in the | turnover is steady and profitable, 
was approximately $27,000,000. The, - _ city of San Antonio and delivered and our business is in a sound con- 
1930 population of Galveston was) (Continued from Page 1) thirty-one used cars. We had un-' dition. 
52.938. | usual success at the auto show. We| «we anticipate improved sales 
The food group takes the lead in | land owners and the lease traders | be no material change in body lines | displayed a Hudson sedan, which during the first half of 1931, and 
| was sold on the floor, and addition- | }oo9k forward for a good year gen- 





this report, with the Bagge noes daily. probably will keep the trade about ar cama a aoa gaan @ane | 
rou second, and tne genera In th cities and the larger towns * raers or rs | erally. We expect to show a mate- 
eee nates group third in order of | n the and g a v normal during the next’ three ltaken. Other sales have resulted | rial increase during the year over 
~ a of most of north Texas, which in- | months. 'ftrom this show 1930.” : 
The automotive group, with|cludes Dallas, Fort Worth and | The used car problem in the/ Sales thus far for April have} @Ggoq results are reported from 
eighty-eight establishments, does 7 Falls. new car buying the | larger cities of North Texas is not | been good, and Sua Ser aan |the automobile show held in the 
business of $4,810,471, or 18 per cent.’ first quarter was 10 per cent. better | pj . ear |S % 8 DOW going, We an {municipal auditorium during the 
of the total retail business. Sales shad a the same aid 08 venr giving om concern to the new car excellent results. We look forward | forepart of the month, pone from 
in seventeen motor vehicle estab- |i). Gealers — In the leah) Ge ce The a for used|/to good business during May and| tne ponus money being received 
« © 7 q ; . 'e ° | . ‘Ss a e ¥ Ss y . ‘ . . . . - 
lishments amount to $3,381,640, and dabiieie the nile ots tt ee oor hn in trades ee June, with a slight letting up 1D | from the government by World War 
sales in eleven accessory, tire, and |“* sce . cut to the minimum. These are/ July, August and September, after | veterans. 
“battery stores to $277,838. A total of | 00d, but even there it is better than | overhauled, which keeps repair | which we should round cut the year o 
twenty-four filling stations is re- for the first three months of 1930, | shops busy. They are then sold| in fine shape. ' 
ported with aggregate sales of $561,- it is reported. Fords and Chevro- | at a profit. Used car stocks in new} “Our used car stock is in good | 
365 in gas, oil, tires and other ac- lets continue to lead the field in| car dealer hands are lower than| shape. At the present time we have | MULLINS aye 
a ; sales and deliveries. | they have been for some time. The|only twenty-eight used cars on| 


cessories. This merchandise is also 


whose 


Whippets, Essexes, Plymouths and 


used car sales during the first three 


i; hand, a number of which may be 


SON (eS 


; rty- arages 
a ing pre gy Aircore Dodges are moving better than —. | months of the year showed an in- classified as junk and which will be 

receipts from repairs and storage ers antic ee The medium price | crease of 5 per cent. over the same! disposed of within the next few A 5 pe Es ‘ 
as well as from sales lines, including Studebaker, Buick, | period a year ago. days. We are turning our used car Qua ity—. ervice—r rice 
Retail business in Marshall, Tex Nash, Rec and bg tay are | Collections are reported fair. Re-| stock completely over every forty | MULLINS MANUFACTURING CORP 
was in excess of $8,000,000. The 1930 selling fairly we While Pac kard possessions are less than they were | days, and have good demand. We . . 
and Cadillac dealers declare they | at the end of 1930 or during Janu- | anticipate AME TTT ETE in the Cleveland and Pittsburgh 


population of Marshall was 16,203. 


have far better business than they 


ary and February. Finance compa- 


|} cars during the next few months.” 


District, Main Office and 


Works, Salem, Ohio. 


y automotive group takes the Scene : a ac 

: Ly hee soawtng satis the food °*Pected three months ago. | nies are as lenient as possible with} “We enjoyed ay increase of ap- 
a ee ; " general The dealers, with few exceptions, | the owners of cars bought on in-| proximately 20 per cent: in sales | OFFICES: 
group second, and the genera}... : ; 4 Saeed S z , BRANCH A 
are not overstogked. In some in- | stallments, which may account for |during March over February, and | $32 S. Michigan Ave 


merchandise group third in order of 
sales. 

The automotive group, with ‘fifty- 
one establishments, does a business 
of $2,263,852, or 27 per cent. of the 


stances dealers are delayed in get- | 
ting particular models to meet de- | 


mands. The dealers declare lower 
prices and the fact that there is to 


total retail busimess. Sales in eleven | 


establishments 
total of 
is re- 


motor-vehicle 
amount to $1,679,348. A 

twenty-six filling stations 
ported with aggregate sales of $398.,- 
370 in gas. oil, tires and other ac- 


















the fact that have 
dropped off. 


The tire, battery, repair, parts and 
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accessory trade is reported about 
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;expect similiar increases in April 
|and May,” Marcus H. Clark, general 
manager of the Milam Chevrolet 
Company, reported. “We have no- 
—? 
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Returns for today: Delaware, Maryland, Minnesota, 
















cessories. The merchandise is also 
sold in thirteen garages whose total | ” 3 . <4 

business of $161,243 includes re- & 2 = £ e 2 c ) 
ceipts from repairs and storage as = | § a s 5 | ¢ > 

well as from sales. a | | s = win i @ 

Retail business in Palestine, Tex ae a ae ij oO oe. 2 | S | 
was in excess of $6,000,000 The Delaware | 7 5 44! 4| 168 | 27| | 1! 1 | 3} "7 179 ij 1 | 11| 1 6 - : 
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was in excess of $9,000,000. The|Utah,’3e | 10 36| 2; 309, s«18 lj 18 32) «32; Ssi4}Ssi58G]SCS~SSC“C*“‘iOYSSSCNYSSC«S 4 ~~ ' 
1930 population of Paris was 15,- |= >... 4 ' - — 0 —— = ssieenasebeneiataatncea ese . ce - 
oan |W. Va., 30 | | 44 3) 735] * 44) | 4 BBY 83} «1053 . 2 a 6| = ’ 

The automotive ‘roup takes the | Wis.,’30 26 281 IT) 2483 126 5| 89) 202 87; __-:295| «3349; ~—S=«d1]~S*=«<SHSSC*i)SC~SASSC~ia}SSC«i 1 
lead in this report, with the gen- | Totals, ’30 | 227 1571) 103; 13524] —-926) 39} 692 1213| 465! 1412; 21031} 126! 446{ 714} 509) 192| 64 : 


eral merchandise group second and 
the food group third 


: | *Not in production at that time. _ 
in order of | g 









sales. | 
The automotive group, with | 

thirty-eight establishments, does a | 

business of $2,487,210, or 27 per | ON N N Ss CO O N I ISE L 

cent. of the total retail business. | C TI E TAL MOTOR RP RATIO S 

as, ee ae | ‘ONTINENTAL MOTORS CORPORATION builds Link- _justment 

sales in five accessory, tire and bat- | Belt Automotive Silent Chain into many of iis motors. suits the 

tery stores to $165,296. A total of Each drive designed to meet a specific operating condition. Link-Bel 

4 ; nee. és s s is re ‘te . “+ en 

sixteen filling stations is reported Whether the most convenient and efficient layout calls for 2, Sema 


with aggregate sales of $264,428 in 
gas, oil, tires and other accessories. 
This merchandise is also sold in 
five garages, whose total] business of 
$43,780 includes receipts from re- 
pairs and storage as well as from 
aales. 


Retail business in San Antonio, 





3 or more wheels, or for manual adjustment or automatic ad- 
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Philadelphia Service Sales 
Reported Greatly Improved 


(Continued from Page 1) 


to engage them to put his car in 
order 

Some service departments report 
trying numerous ways, with more or 
less success, to increase shop opera- 
tions, group specials at a low rate 
being a popular method of attract- 
ing trade. So many cars are being 
yun to junk condition by their own- 
ers who have held off servicing 
operations for months, for the sake 
of supposed economy, that either 
there will have to be a revival of 


-complete overhaul jobs in the near 


future if their owners are to con- 
tinue driving, or many new Cars or 
good used cars must be purchased. 

Following are, reports of service 
department conditions from various 
sources :— 

Cadillac Motor Car Company, 
Philadelphia branch, Broad Street 
and Ridge Avenue: “March business 
picked up wonderfully and 530 more 


cars came in for service than ap- | 


peared in February. Business seems 
to be steadily improving. To bring 
in customers’ cars, the department 
uses direct contact with owners 
every thirty days and then, if they 


| service at 


Thornton-Fuller Automobile Com- | 
pany, Dodge and Plymouth cars, 
24th and South Streets: “The vol- 
ume of spring service work is prob- 


ably off as much as 40 per cent., 
compared with a year ago. Car 


owners, in the majority of cases, are 
not spending much on servicing and | 
repair® at this time on the car they 
have been driving for some time 
and if they have a new model, it! 
does not require servicing in the! 
same degree as did older models. 
Whereas last year we used to get 
in about 100 cars a day at this sea-| 
son, now we receve only about sixty 
Weather conditions have been a con- 
siderable factor in preventing serv-| 
ice work. For many weeks it has 
rained every Sunday, or weekend 
Most customers who come in for 
this time, ask for some 
low-price operation, such as valve! 
regrinding, or the like. We offer one | 
special a month. Sometimes we} 
grind valves on a four-cylinder car | 
at & specially low price and some-| 
times On a six-cylinder car. Out of! 
about a hundred who come in to) 


| service, 





and we have found these features 
helpful in bringing customers -into 
the station.” 

Roberts Nash Motor Company, | 
1235 North Broad St.; Edward G. 
Dickson, recently appointed service 
manager, said in substance: “I 
would say that spring volume of| 
service business compares quite fa- 
vorably with a year ago. Weather 
conditions, however, have not been 
favorable to service department ac- | 
tivity. With regard to methods for 
bringing the customer with his car 
into the service station, we depend 
in some measure 
of the work done by the force, so 
that when the customer needs more 
he will return instead of 
going elsewhere. But some kind of 
a direct mail campaign is usually 
effective and high-pressure lubrica- | 
tion and other such service work as | 
is offered by outside specialists can 
bring good results to the service sta- 
tion employing this means.” 

Faunce Oldsmobile Company, 2221} 
North Broad St.: “Service work vol- 


AUBURN EARNINGS 
IN FIRST QUARTER 


~ |ynd other materials in 


REACH $202,409 


(Continued from Page 1) 


upon the quality | 


| ume is picking up. With us, :. 

ary was better than January and 
March showed improvement over 
February. To get contact with i 
owners, we use the telephone every | 
| month, the service manager call- 
ing up and we mail postcards or cir- 
culars, offering monthly specials of 
six or seven service operations 
grouped at an attractive price.” 


NATIONAL BATTERY BOOST 


April 10.—Because of 
a 93 per cent. increase in loca] busi- 
ness during the first three months 
ef this year over the corresponding 
| period of 1930, factory officials of 
the National Battery Company 


Los Angeles, 


| tery-per-day schedule last. week 
This increase has put their full 
| force at work on a six-day schedule, 
has resulted in employing some new 
men, and has necessitated the order 
of additional supplies of Jead, oxides 
battery con- 


} 


| struction. 


| WESTINGHOUSE ELECTRIC 

RE-ELECTS DIREC TORS | 
| East Pittsburgh, April 10.—Stock- 
holders of the Westinghouse Electric 
jand Manufacturing Company re- 
elected directors whose terms had | 
expired and transacted routine busi- 


| 


7 


————--- —* 
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Received at all 
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‘Auto Shows 


OUTPUT TO 650 A DAY| 


| inereased daily output to a 650-bat- | 


| 
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ae 








do not bring or send the car in, con- a a low-price special operation ness at & meeting at East Pitts-| 
tact is repeated. The customer also | done, one will have other work per- ' : ; 
is called by telephone | formed, bringing the total bill up to| °” the 191,292 no-par shares of | purgh, Wednesday, April 8. Direc-| 
“Then, too, we feature systematic | $10 or thereabouts.” | common stock outstanding. This | tors re-elected were: E. M. Herr, 
Tg Rage gy acl every | Bushong Motors, Inc., Broad and_| ee — fa ne, ae vice- chairman, and L. A. Osborne, #2 1 i © A 
“- 1,900 miles. We now have an aver- | Brown Streets, Oakland and Pon- | 5. =r yn - or | vice-president of the Westinghouse 
¥ age of 650 cars coming in a month / tic cars: “January service business Sas & seas - ype | COMPany; H. B. Rust, president of | 
: | The consolidated report for the | jhe Koppers Company, and masmeant 


| 
for lubrication alone. In this num- | Was nOt as good as December, but | ‘ 
: quarter, ended February 28, 1931,/)7 Vauclain, chairman of the board, 
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or ¢ C ‘ rj business in February improv ver 
~ a. ta eae re aie ais iter ans Senses ee of | ! Baldwin Locomotive Works 
Marmon Philadelphia Company, The first few days of April have | 1931 1930 1929 | 
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tain service operations—though not} ing monthly specials. Just now we Total incomes ........cscccccsccees $454 643 $229 140 $963.678 with instantaneous 
group specials—once a month, or|are preparing a special on getting | Oper. int. amort, etc ...........005 ae 177.382 237,335 201,859 | closing device 
once in two months, to bring car | ready for summer driving. We have | Federal taxes ........ccceeecucecece See 14,389 41,616 92,275 
owners to the service station. Short | installed a ‘Safety Lane’ and a Bear, Minority int ............ccceceeees {60,463 *146 436 {142,972 . 
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matic Winterfront displayed at 
REGISTRATION STATISTICS, MARCH, 1931 he vans 131 Aston 
Shows throughout the country, 
Montana, South Dakota, Utah and West Virginia After seeing the new vertical 
: | | a . | style shutters and the new in- 
s c | os ad ee Y. a - ela stantaneous closing device, they 
States E s 5 E 5 g 3 é | _ 3 : s 8 f | é g Bs : g | Totals | agreed that the new Pines Win- 
& s g = £ £ £ a | £ g é = = = | S z ee | € 2 | ee is — _ has ever 
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JSES LINK-BELT AUTOMOTIVE SILENT CHAIN 


k- justment of chain tension, Link-Belt can furnish the type that 
suits the requirements best. 

Link-Belt Automotive Silent Chain is built and backed by an 
engineering organization that has served and grown with the 
2, automotive industry since Timing Chains were first used. Our 
J. experienced engineers are at your service. 


Tiwi 





PINES 
WINTERFRONT 
COMPANY 


1151 N. Cicero Avenue, Chicago 


DETROIT 


T COMPANY 














AUTOMOTIVE DAILY NEWS, SATURDAY, APRIL 11, -1931 


Fabrication and Servicing 
Of Tungsten-Carbide Tools 


By WILLIAM H., 


M’COY 


General Motors Corporation 


The following is the second and 


concluding instaliment of a paper 


presented at a recent meeting of the | 


Dayton section of the Society of Au- 
tomotive Engineers: 

Our failure in turning soft steels 
ts due to the high heat conductivity | 
of the tungsten-carbide, which is 
higher than the shank material and 
the material which is being cut, 
and because it generates a greater 
amount ‘of heat, two things are li- 

able to happen: First, the shank 
gets hot and expands away from 
the tip, breaking the bond, and, sec- 
ond (which causes most of the 
failures), there is a tendency to al- 
loy between the chip and the ex- 
cessively hot cemented tungsten- 
carbide. The latter effect is not so 
noticeable when cutting steel in the 
Brinell range from 220 to 260. It 
has been noticed that a small fin 
appears on the cutting edge, when 
cutting soft steel, and that this fin 
breaks off and takes with it a smail 
portion of the tungsten-carbide tip. 
We believe that these failures can 
be overcome by increasing the size 
of the tip enough to cause the heat | 
to be conducted away rapidly so 
that the alloying temperatures are 
never attained under. ordinary 
working conditions. 

We cannot put too much stress on 
the importance of the servicing of | 
these tools im the plants. In the} 
first place, tungsten-carbide tools 
vary in design from that of high | 
speed steel, and when given to a new 
operator, his first impulse is to grind 
it similar to the high speed tool, 
which will certainly cause a failure 
when placed on the job. We recom- | 
mend that there be a centralized | 


toolroom in every plant and suggest | 


that a man be appointed to service 
these tools and follow them up.| 
This man’s duty would be to see that 
they are ground properly, that the 


edges are sharp and not rounded, | 


and that the proper grinding wheels 
are used; to see that they are not 


ground free-hand, but are placed in | 


some kind of holding adapter while 
being ground; also to see that the 
grinding wheel is kept sharp and not | 
allowed to load up, as this creates 
friction which, in turn, would build | 
up a heat and this would cause a 
crack to appear on the tip. 

I think another good idea would 
be to have a number of tools in the 
toolroom ‘(more than is necessary 
for the job) so that the operator, 
when requiring a sharp tool, could 
go to the tool crib, turn in his old 
tool and get a new one. This would 
eliminate haste in grinding and 
overheating of tools and avoid tak- 


Cumulative New Commercial Car Registration Statistics, March, 


| HANDY TOOL SIMPLIFIES 
REMOVAL OF BATTERY | 
TERMINALS 


ing chances of ruining the tool it- | 


| self. 

There are several methods of 
bonding tungsten-carbide to the 
shank, The most common methods 
|of bonding are by using brass or 
| copper as the medium. Those two 
materials can be applied either with 
| a hydrogen or acetylene torch or by 
placing in a hydrogen atmosphere 
furnace, We recommend the latter, 
as this eliminates all of the oxida- 
| tion that takes place when using the 
torches; it also gives a more even 
heat, as the torch will give an in- 
tense heat on one spot only, and it 
is impossible to control the tem- 
perature at the melting point of the 
bonding material. When copper is 
used as the bonding medium, the 
|} furnace temperature ranges from 
2,100 degrees to 2,150 degrees Fahren- 
heit. When brass is used, the tem- 
perature ranges from 1,650 to 1,700 
degrees Fahrenheit. 

In bonding the harder grades of | 
tungsten-carbide, greater care must | 
be exercised because of the I 
transverse strength of this material. | 
The difference in the coefficient of | 
| expansion between the steel shank | 
land the tungsten-carbide tip is| 
somtimes responsible for cracking of 
|the tungsten-carbide because of its | 
| low transverse strength. In order to | 
reduce to a minimum any relative 
| movement of the shank and tip} 
| material during cooling after bond- 
ling, it is advisable to normalize the 
shank after machining in order to 
relieve all machining strains, 

Another method is by using silver | 
| alloy as a medium. This is only 
|}used when tantalum-carbide is used 
/as the tip. 

Regarding the grinding of these 
| tungsten-carbide tools: As cemented 
| tungsten-carbide is a mixture pro- 
|duced by pressing and_ sintering 
finely divided tungsten-carbide and 
|cobalt, the soft cobalt forming a 
| matrix, or bond, with the hard par- | 

| 





ticles of tungsten-carbide, it has a 
| metallic luster in appearance, but it 
is not a steel in any sense of the | 
word and should not be treated as | 
such. The grinding problem is to 
| procure, economically, a clean, sharp 
edge, with correct rake and angles, 
|}without undercutting the cutting 
edge and without checking or crack- 
jing the tip of the tool. However, 
this material is so different in na- 
ture from high-speed steel that it 
requires different methods and dif- 
ferent technique in handling to 
grind it successfully. It is so hard, 
compared with other materials, that 
" tends to chip easily on the cutting 


(Continued on Page 10) 


| changeable parts. 
| ments of speed and capacity can be | 


TOOL for removing corroded bat- 
tery terminals 


Bergman Tool Manufaeturing 
Company, Buffalo, N. Y., is market- 
|ing a tool designed to facilitate the 
|removal of corroded battery ter- 
| minals. It is simple in operation, the 
| jaw merely clamping around the 
| battery terminal and. which is lifted 
by application of the screw, 


SECTIONALIZED DESIGN 
FEATURES NEW HOIST’ 


Production -- Engineering -- Factory - 


‘Klasticity Is Feature of 
New Storage Equipment 


AURORA 
ment units and assmblies 


The Aurora Equipment Company. 
Aurora, Ill, has just developed 
new storage equipment for the small 
dealer. This equipment was de- 
vised with the idea that the opera- 
tors of small service stations would 
desire a small unit for storage to 
which other units could be added. 

The new Equipto stacking units 
are available in any desired com- 
bination of bins, drawers or step 


shelves, and the units can be built | 


up as required. The units measure 
fifteen inches high and twenty-four 


|; under the most adverse load condis | 


NILES hoist of sectionalized con- 
struction 


Niles Crane and Hoist Company, 
Montour Falls, N. Y., has developed 
a compact hoist of sectionalized con- 
struction suitable for large scale | 
production in manufacture of inter- | 
Varying require- | 


satisfied by the use of the same 
body and attaching different motor | 
and gear end sections, 

Motors for these hoists are de- 
signed to meet hoisting requirements 
without exceeding 50 degrees Centi- 

| grade temperature rise in 30 min- | 
| utes. Cooling fins are cast integral 
| With the gear-end section inclosure 
| to insure cool operation of the brake 


;neto Sales 
|has moved into its new 


tions, it is claimed. 
All moving parts in the gear end 
operate in an oil bath. The load | 


| block is inclosed completely, except | 


on the type providing close clear- 
ance. 

Ball-bearing trolley wheels are 
provided for the push type of trol- 


| | ley. Balanced drive through the use 


maintains | 
reduce | 


of planetary’ gearing 
alignment and is said to 
bearing pressures materially. 


MAGNETO SAL ES MOVES 
Los Angeles, April 10—The Mag- 
and Service Company 
headquar- 
ters at 751 Tov..ae Ave. J. M. Ar- 
noldy is manager of the firm. 
is a distributor fc- United Amer- 
ican Bosch. 


It | 


storage equip-¢ 


inches and thiity-six inches wide 
With a base, five of these units will 
make a_ seven-foot storage unit 
assembly. 


BROWN MEG. CO., INC., 
| INCREASES PRODUCTION 


Syracuse. N. Y., April 10.—Follow- 
|ing the return of the automobile 
| manufacturers to quantity produc- 


tion, output and employment at the 

| Plant of the Brown Manufacturing 
|Company, Inc., one of the larg- 
'est independent manufacturers of 
| shackle bolts and nuts, has been 
| increased too close to capacity within 
| the past six weeks. Enough new 
| business has been received to per- 
mit maintenance of current work- 
} ing sheets for several months. Ad- 
|ditional men have been added to 
the payroll and further improve- 
ment in production schedules is ex- 
' pected during the second quarter, 
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Equipment--- Development 


E Electro-Hydraulic Power 
Brake Unit Operates 
On Little Current 


TYPICAL installation of Staude electro-hydraulic brake power unit 


Staude Power Brake Company, 
St. Paul, Minn., has developed a new 
electro-hydraulic power brake which 
is operated from the battery cur- 
rent, through a smal] electric motor 


directly connected to a small spur 
gear pump. In average use it is 
claimed to use less current than a 
parking light to generate 300 pounds’ 
additional pull on the brake rod 
when required. The pump, it is 
claimed, requires only four in. lbs. 
torque to create an oi] pressure of 
500 pounds per square inch. It is 
available in two sizes, adaptable to 
passenger car, truck and bus use. 
The small electric motor runs only 
when the brakes are applied. It 
operates at 8,000 revolutions per 
minute. It is claimed to have the 
Same instant starting speed as the 
horn motor, takes about 240 watts 


for a fraction of a second to start, | 
then drops to from 60 to 100 watts | 


during brake application. The man- 
ufacturer estimates that the aver- 
age continuous electrical consump- 
tion is ten watts. 

The oil flow for appling the brakes 
is obtained by obstructing the flow 
of oi] on the exhaust Side of the 
pump. The valve design provides a 
net pressure area of .66 inch and 
makes a definite, progressive pres- 
sure control from 0 to 600 pounds 
per square inch, depending on the 
movement and pressure on the 
brake-foot pedal. The pump is lo- 


cated below the oil circuit in order | 


to retain its prime. The valve 
chamber overflows at the top. 

The sectional view shows the unit 
mounted to a cast steel bracket by 
two !4-inch bolts “A” and “B.” The 


adjustable link “C” connects the 


brake power unit with the brake 
rod connection “D.” The brake rod 
“F” is connected to “E” of the power 
unit. “F” may operate the master 
cylinder by direct connection or 
| through special linkage. The power 
lunit is adaptable to either push or 
pull control. 

The operation of the system is as 
| follows: 
Pressure 


is applied to the foot 
pedal (1), which depresses the in- 
|sulated switch body of the pedal 
|switch (2), which is free to pivot 
jon the rod (3), clamped to foot 
|pedal by U-bolt (4). The switch 
j}body (2) has an annular copper 
lcontact (5) connected by a bind- 
ing post (6) to an insulated cable 
(7) which, in turn, is connected to 
one of the poles (8) of the electric 
motor (9). The other pole (10) of 
;}the motor is connected by insu- 
jlated cable (11) to battery connec- 
tion. 

Within the switch body is a brass 
i;contact (12) made in three seg- 
}ments which engage the rod (13) 
iby the action of the spring (14). 
The rod is grounded at 15. 

By depressing the pedal, switch 
body (2) is depressed and carries 
with it the contact member (5), 
contacts with 12 and _ establishes 
circuit which starts the motor. 
Further depression of the pedal 
merely permits contact member 
(12) to slide down rod (13), 

With the slightest retraction of 
the pedal, the friction of spring (14) 
causes member (12) to slightly 
clamp on rod (13) and separate con- 
tact (5) from contact (12), thus 
cutting off the current. 

It is unnecessary to keep 
electric motor running once 





the 
the 





| on the rod (13). 


| brakes are set and deceleration has | 


been accomplished, since it takes | 
only a slight amount of pedal pres- | 
sure to hold the car on an incline 
once the car has come to a stop. 
The pedal switch closes the circuit 


/on any downward movement and 
|; opens it on any upward movement, 


regardless of the pedal’s position 
with reference to the floor boards. 
In order that the circuit may re-| 


| main closed when the brake pedal | 
| is fully depressed for emergency ap- | 


plication, a collar (33) is provided | 
This collar is held 


rigidly by set screw (34). Spring 


| (35) is adapted to bear against the 
| collar 


(33) 
ing (36). 
In order to limit the movement of 
the spring. a slot (37) is provided 
in the housing (36) through which 
set-screw (34) projects. Pins (38) | 
are provided in the contacts (12) 
that project through the switch 
body and are so located that the! 
pins come in contact with the end 
(39) of the housing (36) during the 


and operates in hous- 


{last 34 inch of the full stroke and 


compresses spring (35). 

As the pedal is retracted, spring 
(35), through the contact of the 
member (39) against pins (38), keep 
the circuit closed and the motor} 
running until the pedal has been! 
retracted a sufficient distance to re- 
duce the maximum required brake 
rod pull, so that when the brake| 
pedal is again depressed during con- 
tinuous brake application, there will 
be no feeling of delay, without pre- 
venting the circuit to open during | 
any brake pedal retraction during 
the early part of the pedal stroke. 

When the electric motor starts) 
up, it drives a pair of '%4-inch face 
pump gears (16) to which it is di- 
rectly connected. These pump gears 
receive oil from the space (17) that 
is connected with the reservoir (18) 
and force it through the passage | 
(19), around the valve seat member 
(20), through the diagonal holes | 
(21), and out between the valve seat 
and the valve rod at the point (22) | 
through the passage (23) into the 
chamber (18) which est iches the 
circuit. > 

The spring (24) serves to always 
keep the circuit open unless the 
seat (25) on the valve rod (26) 
seats against the corresponding sur- 
face (27) on the valve seat (20). 

The valve (20) has a threaded 
connection (28) with the member 
(29), which is a part of the rod 
(30), extending through the rear 
of the power unit to which the, 
brake rod connections “E” and “F” 
are made 

The member (26) in addition to 
having the inclined surface or seat 
(25) also has the shoulder (31). 
The area of the shoulder (31) above 
the exposed surface of the area at} 
the point (32), serves as pedal back 
pressure to give proportionality to 
pedal control 

This can be any desired amount, | 
but it is found in practice that this 
edge during the grinding operation, 
and the sharpness of the cutting 
edge is so important in relation to 


‘the efficiency and productivity of 


the tool made from it that special 
grinding wheels (quite different 
from those in common use in tool- 


rooms). special devices and methods 


(Continued on Page 10) 


CROSS-SECTION of Staude electro-hydraulic brake power unit | 


| owing to the small pitch diameter 
| of the ball groove for a given shaft | 
| diameter, 


BALL THRUST BEARING| CADWELL DISCUSSES 
FITS RECESS AT | USE OF RUBBER IN 
END OF SHAFT | AUTOMOTIVE INDUSTRY 


Auburn Ball Bearing Company, 
Rochester, N. Y., has added a new 
thrust bearing, T-114RG to its line, 
which is designed to fit in a recess 


The unusual yibration-dampening 
quality of rubber makes its use 
general in the automobile industry, 
Dr. Sidney M. Cadwell, director of 
|the product development division, 
United States Rubber Company tire 
department, Detroit, told the De- 
|troit Engineering Society in an 
address on the use of rubber in 
| the automotive industry. A pound 
of rubber will absorb as much en- 
| ergy as a fifty-pound spring. it was 
stated 

The wearing qualities of rubber 
have been greatly increased in the 
last few years, according to Dr. 
| Cadwell, who declared that the 
| tread of a tire on a car such as 
| the Chevrolet and Ford wears less 
than one-fiftieth of an inch in 
1,000 miles of driving. 

Dr. Cadwell emphasized the im- 
portance of rubber to the nation, 
it is used. declaring that it would be a na- 

Features claimed for the bearing | tional calamity to have the supply 
are: minimum machine work, sim-| of rubber cut off, as might happen 
ple installation. | in a major war, pointing out that a 

The two races and balls are held! large proportion of American trans- 
together as a unit at the center by| portation rolls on rubber He 
a rod which is flanged at one end| declared, however, that such a na- 


SHAFT 


=<. 


THRUST 


SECTION showing fixed installa- 
tion of T-114RG ball thrust 
bearing 


of the same diameter as the shaft, | 
at the end of the shaft with which 





and a force fit at the other, which} tional emergency could allevi- 

| ated to a certain extent 'y the pro- 

W Y duction of rubber from (he gu: vule 

> YY southwestern part UV: ted 
JY es States. 

. A big stride forward in ig o- 
| duction Of rubber supplic- was ce, 
|}according to Dr. Cadwi il, in the 
solving of the problem ship) ing 

S liquid latex, the nat? juic ft 
_ the rubber tree, direc fron ie 
oe to the Unit.d §S in 

1G 5 tanks. Ordinarily, said }>r. Cadwell, 
Sad | the latex coagulates the exposure to 

SECTION detail of Auburn T-114- | : 
Oe : by Ernest Hopkinson, vice-president 
RG ball thrust bearing |of the United States Rubber Com- 
permits free rotation of the races.|Pany, made it possible tc ship this 

latex without coagulatio. 

AS a result of this, la ex is now 
and due to the large | used in its original form i) the fac- 
sized balls used, the peripheral! tories of the United States Rubber 
speed of the balls is said to be rela-|Company. In the manufacture of 
tively low | web cord, as developed by the 
; United States Rubber Company, Dr 
ONE HAND CONTROL | Cadwell explained that the cords 
TRUCK HAS 400 LB a a layer of rubber on the 
Cords held together in this way are 
particularly desirable for the manu- 

facture of tires. 
Latex also is used in the textile 
industry to considerable advantage 
}in the manufacture of piled fabric 
to interlock the pile yarns in the 

woven structure 
Nashua, N. H., has put on the mar- 
wet a new arbor press for electric 
service station use which is espe- 
cially designed for installing and re- 
moving bearings from armatures 9s 
well as for general use. The pitcs 
incorporates a special push-and- 
pull plate. 
The company also announces the 
introduction of Timken roller bear- 
ings to four of its popular press 


shrub, which can be +:own ip the 
AQ NS 
| the air. Scientific resea::h directed 
are drawn through the Jatex, which 
cords which hold them together. 
Edward FE. Bartlett Comya)vy, 
models. 


NEW FINISH RENEWER 
CLEANS AND POLISHES 
Armiger Chemical Co., Chicago, 
Iil., has just announced a new auto- 
| mobile polish which is claimed to 
i clean and polish in one operation. 
ee | It is known as Rex finish renewer. 
ee! ee The manufacturer claims that the 
See use of first cleaners is unnecessary, 
} and that it produces a hard, durable 


NEW Midget hand truck | wax finish. 


Illinois Iron and Bolt Company, | 
Carpentersville, Ill., has just placed | one hand; is 52 inches long; 12 
on the market its new midget hand | inches wide at dash; equipped with 
truck. The truck is of welded steel 5%-inch diameter rubber tired 
tube construction and is equipped | wheels; 54-inch diameter axle. Its 
with a specially designed hook for approximate weight is 27 pounds and 


holding the load. It is controlled by | its capacity 400 pownds. 
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~NEW POWER BRAKE 
OPERATES FROM 
BATTERY 


(Continued from Page 9) 


area should be about 20 per cent. 
of the total. 

It follows that when the fluid, 
which is usually castor oil and in 
Northern climes during cold weather 
thinned with a solution of from 10 
to 20 per cent. denatured alcohol, 
that pressures up to from 500 to 600 
pounds are instantly obtainable. 

If the pressure is 500 pounds and 
the area is .66 of one inch, it fol- 
lows that the additional pull that | ——— 
this unit delivers to the brake rod | 
“EF” is a maximum of 330 pounds. | 

Because the pedal has proportion- 
ate control due to the back pressure | 
and due to the seepage past the seat 
members 25 and 27, the actual =| 
ditional pull on the brake rod “F” 
is from 0 up to 330 pounds in addi- 
tion to that exerted by the usual | 
pedal pressure, depending on the | 
amount of pedal pressure exerted. 

The chamber (18) is filled through 
2 filling plug on the side of the} 
unit, which may be connected to an | 
additional reservoir on the dash the | 
a \4-inch copper pipe to automati- 
cally replenish, although this pre- | 
caution is not necessary, since one | 
fillings of the reservoir (18) usually | 
lasts six months or longer, and it is 
a simple matter to unscrew the cap | 
on the side and again refill nt 
required. 

The only fluid loss that can de- |} 
velop is by capillary attraction 
around the piston rod and one of} 
the motor bearings. Since these are 
all properly packed in the most | 
modern practice and even the valve 
rods protected by a rubber bellows, 
as shown, very little fluid loss can 
actually occur. This is fully proven 
by units in experimental operation 
over a period of several years. 

The brake pedal is always con- 
nected directly with the brake link- 
age in the usual manner and it will 
therefore function whether the 
power unit does or not. 

The Model A, described, delivers 
a maximum effective pull on the 
brake rod in addition to the regu- 
lar brake pedal pull of 330 pounds 
and runs from a 6 or 12-volt battery. 

The Model B is the same size 
as the Model A, except it runs from 
a 12-volt battery only and drives 
%-inch wide face pump gears, and 
with the effective pressure area on 
the piston increased to 1 inch, the 
maximum pull on the brake rod in 
addition to the regular brake pedal 
pull is 500 pounds. 


N. J. CHAPTER A.S.S.T. 
ELECTS J. F. WYZALEK 
OF HYATT AS HEAD 


Newark, N. J., April 10.—John F. 
Wyzalek of the Hyatt roller bearing 
division of General Motors Corpora- 
tion, Harrison, was elected chairman 
of the New Jersey Chapter, Amer- 
ican Society for Steel Treating, at 
a meeting at the Berwick Hotel here, 
He succeeds Harry D. McKinney, | 
works manager of the Driver-Harris | 
Company, Harrison. 

Other officers elected were: Vice- 
chairman, Alexander A. McWilliams, 
McWilliams Forge and Steel Com- 
pany; secretary, John H. Johnson,! 
Firth-Sterling Steel Company; treas- 
urer, Richard W. Thorne, Colonial 
Steel Company; executive commit- 
tee, Mr. McKinney, H. H. Hornbruck, 
Weston Electrical Instrument Cor- 
poration; C. S. Cronkright, Public 
Service Co-Ordinated Transport: 
W. R. Frazer, Eclipse Aviation Cor- 
poration; W. H. Hall, Kraeuter & 
Co., Inc.; J. B. Mudge, Western Elec- 
tric Company; P. A. Elshoff, Crocker- 
Wheeler Manufacturing Company; 
J. H. Heath, Hyatt Roller Bearing | 
Company; E. L. Roff, United States | 
Steel Corporation, and P. C. Oster-| 
man, American Gas Furnace Com- 
pany, 

The nominating committee was 
composed of J. B. Smith, W. Ames 
é& Co.; Carl Thober, J. Wiss & Sons, 
and D. W. Beckwith, Positive Lock 
Washer Company. 

F. C. Raab, for 
metallurgical engineer 


| 


| 





fourteen years 
with 


Brown-Lipe-Chapin division of the|the above address. The Nu-Type | 
General Motors Corporation, Syra- | corporation are large manufacturers | erally, providing the supply 


“Carburizing and/of tools and appliances used in the | 1s ample. 


cuse, spoke on 
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130-136 
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Nash Ejight-70 
Nash Eight-80 
Nash Eight-90 
Oakland V-8 
Oldsmobile 
Packard 826-833 
Packard 840- 845 
Peerless St. 8 
Peerless Master 8 | 4521 | 
Peerless De L. | 4521 
Peerless Custom 8 | 4766 
Pierce-Arrow 43 . | 4304 | | 
Pierce-Arrow 41-42) 4831 | 
Plymouth | 2595 | 
Pontiac | 276 2765 | 

Reo Royale *4650 | 

Reo Flying Cloud | 4375 

Reo Flying Cloud | 3950 
Studebaker Six | 2900 | 
Studebaker Dict. 8 | 3095 | 
Studebaker Com. 8 | 3525 | 
Studebak’r Pres. 80 | 4230 
Studebak’r Pres. 90 "4360 


Stutz LA ‘| 4320 [- —OCS 
Stutz MA | 4918 
Stutz MB | 4863 
Willys 6-97-98D | * 

Willys 8-30 D 3131 
Willys-Knt. 66- D 3400 


121 
124-133 


Auburn 8-98 | 3916 I 
Austin [31130 | 
Buick 8-50 | 3170 | 
Buick 8-60 3795 | 118 
Buick 8-80 4255 | 124 
Buick 8-90 | 4340 {132 
Cadillac V-8 | 4645 | 134 
Cadillac V-12 5480 | 140-143 
Cadillac V-16 6100 | 148 
Chevrolet - saa oi 2685 | 109 
Chrysler 6~ ~—*<|:«2850 | 
Chrysler 8 | 3365 | 
Chrysler Imp. 8 | 4725 | 
| Cord (Fr. Wh. D.) | 4620 | 
De Soto Six | 2700 | 
De Soto Eight | 2965 | 
|De Vaux 6 — | 2725 | 
Dodge Six | 2820 | 
Dodge Eight __—*+| 3174 | 
| Durant 6-10 2780 | 
Durant 6-12 2765 | 
| Durant 6-14 Rd | 
Essex Super Six 2925 
Ford A — 2375 | Race. 
| Fr'klin S 15 Trans.) 3930 | 
Fr’klin Ss 15 Trans.| 4160 | 
FrklinS 15 De L | 4220 | 
Graham Std. 6 _ 1 3265 | 
Graham Spl. 6 | 3330 | 
Graham Spl. 8 ft 3560 | 
Graham Cust. 8 | —— ! 
Hudson Greater 8 | 3325 | 
Hupmobile Cen 6 | 2900 | 
Hupmobile Cen 8 , 3175 | 
Hupmobile C 3725 | 
Hupmobile H & U {| ** | 
La Salle V-8 | 4635 | 
Lincoln | 5300 | 
Marmon 70 | 3103 | 
Marmon 88 | 4363 | 
Marmon 16 } 4800 | 

| 2800 | 

3000 | | 
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Tungsten-Carbide Tools 


tries, West Orange, as chemist. Rep- 


resentative 
picture, “The Story of a Gasoline 
Motor.’ 

Approximately 100 members of the | 


New Jersey chapter are planning to | 


attend an intersectional meeting of 


the national society in Philadelphia | 


May 15. The chapters to be repre- 


sented at the meeting include New | 


Jersey, New York, Lehigh and Bal- 
timore, with the Philadelphia chap- 
ter as host. A delegation of about 
a dozen, headed by Mr. Wyzalek, 
will attend a spring sectional meet- 
ing of New England 
Hartford, Conn., April 14. 


Ge 


J. B. PARSONS APPOINTED 
SALES HEAD FOR NU-TYPE 


Oswego, N. 


of the Continental Mo- | 
tors Corporation showed a motion | 


chapters at | 


Y., April 10.—The In- | 


;of feeding and mo 
‘out are required. 
We have found the green 
| wheel, made of different grit 
grain size, to be the _ best. 


re care through- 


grit | 
or | 
For 


is used; for semi-finish, 80R (me- 
dium bond), and for finishing, 100T 
to 120T mesh (hard bond). The im- 
portant factor in grinding is to have 
| the cutting edge remain sharp, with 
the bond giving way, grinding 


|against rather than away from the | 


| cutting edge. 
| We have been asked at different 


times which is the best method, wet 5ten-carbide is here to stay, 
I would like to| that we expect to find more uses | offset its seeming high cost. 


state that in commercial practice | |for it each day, It is not only re- lieve that if the users of high speed 


or dry grinding. 


roughing, a 60R mesh (soft bound) | 


(Continued from Page 8) 


|for the wheel to load when 
| wet, and because of this fact, and 
| because of the absorption of the 
| heat generated in grinding by the 
| coolant, the cutting edge is much 
| cooler, and harder grades can be 
| used with better results. 

| About one grade harder can be 
|} used in wet grinding than in dry 
|grinding. A tool that has become 
|iaeated in dry grinding can be cooled 
|by dipping the shank in water, but 
/not the tip itself. 

The resultS obtained in our divi- 
| sions with this material illustrate 
that, as a cutting material, tung- 
and | 


used | 


-87@3600 | | Alum 
70@3200 | Alum 
90@3200 Alum 
| 100@3200 , CI 
{ 133@3400 Alum 


18@3300 |*Alum 


“85@3400 ,SSt 
|; 100@3200 j*A 
90@3200 |*Alum 


120@3200 j-Alum 
| 125@3200 |*Alum | 


| 132@3000 '*Alum | 
4.60 | 21.03 | 48@2800 j*A j*Alum — 
~~ 60@3000 | SSt 

~ §.30 | 36.48" | 125@3300 | Alum | 
5.30 | 36.48 | 125@3300 | Alum 
85@3200 | Alum 
~ 10@3200 | CI 
81@3200 | Alum 
| 101@3200 | Alum 
122@3200 |*Alum 
| 122@3200 {*Alum 
3 | 8@3150 |*Alum 

| 113@3300 |*Alum 
| 113@3300 |*Alum 
~65@3400 | CI 
80@3200 | CI 


} 
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/| Han AC !Sch Own 
Han Ste | Sch Own 
Han Ste ; Sch Un 
Ste | Str No 

Ste | Str AM 

Ste | Str Un 

Ste | Str AM 

— | Str AM 

~ AC | Zen AM 
AC , Zen AM 
AC | Zen AM 
~ Til Til 
Til Tul 

i } | Til Til 
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;}wwo nanan in 


Fe 


wwowooe ssa J 


|*Alum 


| Machines are now being designed 


with double-mounted roller bearings 


j; and pre-loaded ball-bearing spin- 


dles. These new designs give a max- 


'imum rigidity and minimum run- 


out, maintenance of precision 
throughout machine life, frecdom 
from cramping because of tempera- 


| ture variation and a maximum per- 


centage of input power available for 
matevial cutting. Some of the lead- 
ing planer manufacturers «e put- 
ting on an automatic lifting device 
for lifting the tool posts on the re- 
turn stroke of the table. These new 
and added features not cnly increase 
the life of the turgsten-carbide 
tools, but also increase the life of 


high-speed tools. 


While tungsten-carbide is com- 
paratively new, yet the success had 
with it on most of the jobs to which 
} it has been adapted has more than 
We be- 


ternational Nu-Type Tool Corpora- both wet and dry grinding are used | | placing cutting and turning tools, | | steels and alloys would have as much 


tion of this city announces the ap- 
pointment of J. B. Parsons of 11 
West 42d St.. New york city, 
general sales manager of the cor- 
poration. Mr. Parsons will continue | 


Hardening of Gears.” He is a native |automotive trades. 


as | 


successfully. 


Where the pressure of | Put is also replacing reamers, spot| patience and be in sympathy with 


the tool against the wheel is kept | facers, milling cutters, sizing rings | tungsten- -carbide to the same de- 


} overheating, dry grinding is satis- 
factory, especially where 


the |t0 maintain his New York office at| amount of stock is to be removed. | 


Wet grinding is to be preferred gen- | 
of water | 
A little water is worse | 


‘than none. 


| used on measuring 
| indicator points. 

The introduction of tungsten- car- | 
bide has also created considerable 


enthusiasm along the line of better 


low and care is taken to prevent |and drawing dies. It is also being | gree as is given the former, a much 
instruments | greater savings in the cost of pro- 
a smali|such as plug and ring gauges and} duction could be accomplished. 


It is apparent from the foregoing 


that it is a recognized fact ’that 


tungsten-carbide is going to play: an 
important part in the fture ~produc- 


There is less tendency | design in the machine tool industry.tion field, 
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OF PRESENT AMERICAN PASSENGER CAR MODELS 
NOTICE 


Please sec the fifth col- 
umn to the left of this ad- 
vertisement giving steer- 
ing gear information. 
Notice the outstanding 
Ross predominance. The 
actual figures are: 


Make and Model 


8D Ros S 56% 
| Sal % | M Say-B) Cant | Own “Al-Z 
|; Own ', | 454 | Bendix - Sag 5412 | Tryon | Al-Z 
Own % | 445 | M Sag 5514 | Own Alem 
Own ™% | 427 |M Sag 587% ! Own Al-Z 
Own | Own % | 4.27 |M Sag 58% | Own Al-Z 
Spic |; Own % | 4.75 | Own-M Sag 58 | Own | Al-z 
Spic | Own % | Own-M Sag | 58 | Own Alem 
3 CSpic | Own % b Sag 60 =; Own Alem 
Own | Own | Sag 54 | Tryon Alem 
‘Un P | Own 4 War 53% | Tryon yy a 
— | Own 4 — | Own 4 War | Al-Z 
| Own 4 | Own Ye Ross | Al-Z am 
,__ Long” (Detr 3 UnP&MM || | Col Gem 3 Bijur | } 
| Own 3 Own Al-Z | 
| Own 3 Own Al-Z | 
| 
\ 


| 17%5.50 
| _18x3.75 
| 18x5 25 
} 19x5.40 
| 19x6 50 
| 19x6.50 
| 19x6 50° 
| 19x7.00 
| 19x7.00 
} 19x4 75 
_ 19x5.00 
17x7.50 
18x7.00 
18x7.00 
19x5.00 
19x5.25 


Long ! Own | Bijur 


Rock 
Own | 
Own 
Own 
Own | 
Own 
Own 
Own 
Own | Own a 
. Own | ‘Own 3 


Del-R |*Del-R 
r Aut-L /*Aut--L 


Belek | | -Del-R 
Del-R | Del-R 
Del-R | Del-R 
Del-R | | 
Del-R | 
| 
| 


UnP | Col % |} *4.45 


Auburn 8-98 3 e 4.45 
; Sal %|{ 5.25 


Austin 

Buick 8-50 
Buick 8-60 
Buick 8-80 
Buick 8-90 
Cadiliac V-8 
Cadillac V-12 
Cadillac V-16 
Chevrolet 
Chrysler 6 | Morse 
Chrysler 8 | Morse 

Chrysler Imperial 8 | Morse Del-R | | Del-R 
Cord (Fr. Wh. Dr.) | Link Del-R |*Del-R 
De Soto Six | Var Del-R | Del-R 

De Soto Eight | Var Del-R | Del-R 

De Vaux 6 | Chain Aut-L | Aut-L 
Dodge Six | Morse Del-R | Del-R 
Dodge Eight | Morse Del-R | Del-R 
Durant 6-10 | Morse Aut-L |*Aut-L 
Durant 6-12 Aut-L ;*Aut-L 
Durant 6-14 


Own 
Own | 
| O-SM 3 Own 


O-SM 3 


l- 
-_ 
DelI-R enthaine 
Del-R | 
Del-R SBel- 
Del-R | Del-R 
Del-R | Del-R 


| Morse 
| Var 


n ca mato on tno 


R 
a 
R 
Rk 


| 


NADNNnANMH 


uo 
a] 


— | Own 3 —_ _ 
Borg | Own 3 War 
Borg | _Ow n 3 War 
Borg | Own 
| Morse Borg Own 
Morse Aut-L |*Aut-L «Borg | Own | 
Essex Super Six | Morse Aut- -L |*Aut- bh. Own Gem 
Ford A / | Var Own |*Own _—Own | C Gem 
Franklin S 15 Trans.| Whit | Del-R |*Del-R Br-L | “War: G4 ihe r ‘Own a Gem | _ 
Franklin S 15 Trans.) Whit Del-R |*Del-R Br-L | War-G 4 Spic | Own! Gem 
Franklin S 15 De L | Whit Del-R |*Del-R Br-L | War- -G 4 Spic ba Own 15 Gem | 
Graham Std. 6 | Link Del-R |*Del-R Long | — 3 ‘Ross | 
Graham Spl. 6 Link Del-R |*Del-R Long | — 4 Ross | 
Graham Spl. 8 Link Del-R |*Del-R Long | — 4 Ross 
Graham Cust. 8 Link Del-R |*Del-R Long | — 4 Ross: | 
Hudson Greater 8 | Morse Aut-L |*Aut-L Own | Own 3 Gem | 
Hupmobile Cen 6 | Borg Ross 
Hupmobile Cen 8 | Morse 


| 


Al-% 
Al-Z 
Al-Z 
Al-Z 


5 | Tryon 
| Rub B 
| Tryon 
| Tryon 
] Tryon Al-Z 
' Own Alem 
5 Own | Al-Z 
| None Al-Z 
None Al-Z 
| None Al-Z 
| ERS Al-Z 
ERS | Al-Z 
ERS Al-Z 
_ERS . Al-Z_ 6.50x18 
| Own Alem {| 18x5.50 
| Tryon Al-Z | 19x5.50 
! 
' 


~  Spic Own %4 | 
____ Spic _| Own my ! 
. Spice ; Own 4 
Spic ; Own 4 
___ Spice 1 Own 14 


19x5.00 
~ | 19x5.00- 
| 19x4.75— 
19x6.50_ 


19x6.50 
19x6.50 
| 5.50x18— 
| 6.00x17 
6.00x17 


\O0o 


| 


DANN NN 
ie 7 ona 


| bd) Ga on ca! 
Ss 
2 
” 


—_ ee — 
—|— 
~ Spic | “Own % 
MM | Sal % 

UnP |! Sal 


UnP Own '% 
UnP Own ' 


| 
| Rub B Al-Z 19x5.-O | 
Own Alem , 19x6 00 
' Own Alem | 19x6.50 
Own | Alem 19x6.50- 
Own | Alem | 7.00x19 
Rub B | Al-Z | 29x5.50 | 
Rub B Al-Z.~ !| 19x6.50 
| Rub B Al-Z 18x7.00 | 
Tryon | Alem 19x5 00— 
Trvon | Bijur A 19x5.25 
| Tryon | Bijur A’ 18x5 50 
' Own Bijur A’ 19x6 ‘0 | 
| 


Whit Aut-L \*Aut-L | War-G 3* 
Aut-L |*Aut-L Borg | War-G 3* Ross 

Hupmobile C | Morse Aut-L |*Aut-L Long | War-G 3* 
Hupmobile Hand U Morse Aut-L |*Aut-L Long | War-G 3° 

La Salle V-8 | Morse 
a ers Aut-L 


~~ Del-R | Del-R ‘Own | O-SM3 __ Spic 
Linco | 
Del-R 


~|*Aut-L Long | Own 3* Spic i 
Marmon Eight-70 | Diam _ \*Del-R Rock  War-G 3. Spic 
Marmon 8&8 | Diam Del-R»|*Del-R Rock | War-G 3 Spic 
Marmon 16 | Chain Del-R |! Del-R - Own 3 Spic | 
Nash Six-60 — | Cel Aut-L |*Aut-L Borg | Own 3 Own 
Nash Eight-70 | Diam Aut-L |*Aut-L Borg 

*Aut-L |*Aut-L Borg 


Ross | 
____ Ross 
Sag 
~ Own 
Ross 
Ross 
Ross 
~ Ross 
Ross 
Gem 
Gem 


| 


DAD NAARDNANNANHANNNDDDA AN DH nNNNN Seu a eeens ANNH 
no a . < 3) 5 Dan: > se am en en & DC ' c en « me ¢ Ls 


FIRST 
Competitor 


i2 


SECOND 
Competitor 


I2 
THIRD 
Competitor 


~ 4.45 Bendix — 
4.45 | Bendix 
Bendix _ 


Own 
Nash Eight-80 | Diam Own 
Nash Eight-90 | Diam *Aut-L '*Aut-L _Borg wn : Own : mn i 50 ' Bendix 
Oakland V-8 | Morse Del-R | Del-R Own | O-SM3 MM | M ~ Sag 
Oldsmobile |! Whit Del-R | Del-R Borg | M-SM3_ Un-P Bendix Sag | 
Packard 826-833 | Morse NE | Dyn Long | O-SM3 MM | | | M Own 
Packard 840-845 | Morse _ NE | Dyn Long | O-SM3_ Un-P 'M Own ! 
Peerless St. 8 | Link Aut-L |*Aut-L Rock | War-G 3 Spic | § Bendix Ross 
Peerless Master 8 Link Aut-L. |*Aut-L Rock | War-G 4 Spic | 445 | Bendix Ross 
Peerless De L. | Link Aut-L |*Aut-L Rock | War-G 4 Spic , 445 | Bendix Ross 
Peerless Custom 8 | Link Aut-L |*Aut-L Rock | War-G 4 Spic ’ 4.45 | Bendix Ross 
Pierce-Arrow 43 Gear Del-R | Del-R Long , Own 3. ~Spic | Own', | 4.08 | Bendix Ross , 
Pierce-Arrow 41-42 | Whit Del-R | Del-R Long | Own 3 Spic | mi | * | Bendix . Ross | 
Plymouth | Var Del-R | Del-R Rock | Own 3 Own 433'1H War 
Pontiac "| Morse Del-R | Del-R Own | Own 3 MM | 455|M_ Sag | 
3 
3 


~ 


6 |inlox | Al-zZ 28x5 50 
! Tryon |} Alem 28x5.25 


| Bijur | 19x6.50 

| Bijur 19x7.00 
Alem 29x5 50- 
Alem 31x6.00 | 
| Alem 31x6 00 
Alem ! 31x6 50 
Al-Z 19x6.50 
Al-Z | 18x7.00 
Al-Z | 19x4.75 | 

| Al-Z 29x5 00 
Far 6.50x18 
-— 6.50x18 

| Al-Z | 6.50x18 

| Alem 19x5 25 
Alem ! 19x5.25 
Al-Z 19x6.00 

| Al-Z 19x6.50 
Al-Z 19x6.50 
Bijur 19x6 00 
Bijur 20x6.50 
Bijur 20x7 00 
Alem 19x5.00 
Alem 19x5 50 | 

|} Alem | 18x6.60 | 

Arrow 43; 137 in. WB. rear axie ratio | 

is 442. On model 41 rear axie ratio is 

4.42. On model! 42 ratio is 4.23 


The exile ratio varies with 
on Franklin models. 

Brakes—H, hydraulic; M, mechan 
steeldraulic; Bendix, Bendix Biake Corp 

Steering Gear—Gem Ross, Ross 
Gear and Tool Company ag, Saginaw 
Sav-B, Savlor-Beall Mauutscturing Com 
pany: War, Warner 

Kear Springs —S 
elliptic; Cant, semi-caniilever 
semi-transverse *Rear spring ‘ength 
Willys, 6-98D is 51 in 

Spring Shackles—Tryon, 
Company; Rub B, Rubber 
lator Comoany; Faf, Fatnir 
Company ERS, Eaton Rubber 
ings Inlox—Inland Mig Co 


Chassis Lubricater--Alem. Alem Al-Z 
Alemiate Zerk; Bijur, Bijur pa 
Corp.; Bijur A, Bijur automatic central 

5 297 

; 354 
21 & 
« Cam Lever 


4.54 
4.66 
4.66 

~ 4.70 


Rub B 
| Rub B 

' Rub B 
Rub B 
Faf 

| Faf 
Tryon 

» | Own 

| Own 
Own 

, Tryon 
Tryon 

| Faf 

Faf 

|! Faf 
Own 

| Own 
Own 

| Tryon 
Tyron 
Tyron 


Reo Royale | Morse. Del-R | Del-R Long | Own3 UnP, ,| 407|H Ross 
Reo Flying Cloud | Morse Del-R | Del-R Long | Own : Un P ; y »,! 407 !H Ross 
Reo Reo Flying Cloud | Morse Del-R |*Del-R Long | Own 3 Un P ! mi! 442/H Ross 
Studebaker Six | Whit Del-R |*Del-R Long | Own 3* Spic y | 473 | Bendix Ross 
Studebaker Dict. 8 | Var G_ Del-R |*Del-R Long | Own 3* Spic ' | 4.73 | Bendix Ross 
Studebaker Com. 8 | Var G_ Del-R |*Del-R Long | Own 3* Spic | mi, | 4.73 | Bendix Ross 
Studebaker Pres. 80' Var G Del-R | Del-R Long | Own 3* Spic 4.31 | Bendix Ross 
Studebaker Pres. 90! Var G_ Del-R | Del-R Long | Own 3* Spic. ' mi,! 431 ! Bendix Ross 
Stutz LA ~ Del-R | Del-R Borg | Detr 4 Un P | | 4.75 | H Gem 
Btutz MA Del-R Del-R Long | Detr MM |; 4 | 4.75 |H Gem 
Stutz MB Del-R | Del-R Long | Detr MM | Tim*% | 475/!H Gem 


Willys 6-97-98 D | Chain Aut-L |*Aut-L Borg | Own 3. + Spic | Own', | 460 | Bendix Own 
Willys 8-80 D | Chain Aut-L |*Aut-L Borg | Own Spic , Own's | 4.40 | Bendix Ross 
Willys- Knight 66 66 D| Chain Aut-L |*Aut- L Rock | Own _ Spic | Own % | 4.18 | Bendix Ross 


KEY TO ABBr = ‘VIATIONS Compression Ratio— *Optional on the Au- tonition, 
urn uto-Lite; 
Weigbt--sAustin standard 2 passenger Piston Material—*Alum, North East; 
coupe. **Hupmobile model H weighs invar struts; Alum, aluminum alloy; nition 
3,955 pounds, and model U, 4,225 pounds, cast iron; S St, semi-steel. "Bendix starter used. 
*Reo Roysle 125-in. wheel base, weighs Oil Purifier—Pur, Purolator; Wal, Wall; Cluteh—Borg, Borg & Beck; Br-L, 
3,950 pounds. "Studebaker, 4 pass. Han, Handy; AC, AC Spark Piug Com- Lipe; Rock, Reckford Machine; 
sedan. *Willys 6-97 D weighs 2,656 and pany; Ste, Stewart-Warner: Ski, Skinner. Long Cluteh Company 
the 98-D wel hs 2,706 pounds. Fuel Cleaner—-AC, AC Spark Plug Co.; Transmission —War G., 
Wheel Base ver all length of chassis Gascolator; Ste, Stewart-Warner; pany; Detr,. Detroit Gear; Mun, Muncie 
Gear; WC, Warner Corporation: D-SM - 
Detroit Synehro-Mesh; O-SM—Own, Svn- 
chro-Mesh; M-SM—Muncie, Synchro- 
Mesh. 
*Free Wheeling. 
{Free wheeling on Auburn De Luxe modeis 


only. 

Universals——Un P, Detroit Universa! Prod- 
ucts Company; Spic, Spicer Manufactur- 
ing Corporation; MM, Mechanics Uni- 
versa! Joint Company 

Rear Axle—Co)], Columbia; Sal, Salisbury; 
Tim, Timken 12-Semi-floating:  4.- 

3% floating; F-Full floatin 

Ratie- Optional on the Au 


The standing for the first quarter 
of the various makes for 1931, com- 
pared with 1930, follows:- : 


= 
eD 


Ruild Their 
€dwwm 


Ross Cam AND Liver 
steering gears predami- 
nate not only in passen- 
ger car field, but in truck 
and bus fields as well. 


ROSS GEAR & TOOL CO 


Lafayette, Indiana 


4 
4 
3 
3 
3 


| Aw | 


and Starter—Aut-l 
N. E., 
twin ig 


Generator 
Del-R, Deleo-Remy; 
aluminum with *Nash-Indicates 


cl, body types 
Brown- 


Long cal; Sb 


Gas, Warner Gear Com- Gemmer 
Ti, . 


Tillotson. 


Carburetor—Sch, Wheeler Schebler: 
Zenith; Mar, Marvel; Car, Carter: 
Stromberg; DL Detroit Lubricator; 
Tillotson. 

Alr Cleaner 
any: AM, Air Maze; 

nited; Til, Tillotson. 

Frent End Drivye- Link, Link Beit: Tex, 
Texolite; Cel, Celeron; Whit. Whitney 
Chain; Diam, Diamond Chain; Morse, 
Morse Chain Company; Var various 
makes of chains; Var-G, various makes 
of gears 


instead of wheel base, which menufac- 
turers refuse to give **Essex, seven- 
passenger sedan available on 119-inch 
whee] base. 
Engine Make—Con. Continenta); Lye. Ly- 
coming. Hall, De Vaux-Hal] Motors Corp. 
Fan Belt Type--V. V-type; F, flat. 
Thermostat--Bish-Bab, Bishop & Babcock; 
Dole, Dole Valve Co., Chicago, Hl; Pines, 
Var, various makes. 
L head; H, hori- 
K, sleeve valve; 


Zen, 
Str, 
Ti, 


rb} sul 
S-Tr 


or 


semi-etlipti 


Willys-Mo 
Shock Ins 

Bear! be 
Bus 


row 


AC, AC Spark Plug Com- 
Han, Handy: Un, 


Pines Winterfront; 
Valve Arrangement—L, 
zontal; O, overhead; 
LV, V-type L head 
*Air cooled. *+Thermo syphon water cir- 


culation Pierce 


urn. *On 


Oak! me 
De Soto 
Graham 
Whippet 4-Willys 6 .. 
Plymouth . 

Marmon 

La Sallie 


, 688 last; Hudson- Beex Seutie. with 


COOK COUNTY SALES | 596, against 1,051; Cadillac-La Salle | 
SHOW STEADY GAIN "<x with 323, against 326. 


Genera] Motors units had a com- 
eee bined score of 6,050, which compared 
last year with 7,434, Oldsmobile 


i” ned: Far, Farval 
249 


302 
210 
205 


1930 | 
7,666 
3,854 
1,517 


Chevrolet 
Buick 


(Continued from Page 1) 


eral standing. with 649; Studebaker 
eighth, with 576, and Nash ninth, 
with 467. Essex and Chrysler were 
next in order. 


Computing the combinations, Au- | 


burn-Cord led the field with 897, as 
against 287 in 1930. Oakland-Pon- 


tiaciwas second with 824, compared | 


with «1,049 last year; Oldsmobile- 
Viking third, with 673 this year and 


being the only car of the group to 
exceed last year's totals. The Chrys- 
‘ler group listed a combined tota] of 
1,473 for the three months this year, 
as against 1,902 in 1930. 

Following are the comparative 
figures for the first quarter of 1931 
|and the preceding year :— 

1931 
January ereanene ET 
February ......-...-- 5,298 
MArch ...ccccceccsess 6,138 


1930 

5,262 

6,274 
10,667 


Auburn 
Dodge 


Oldsmobile 


Pontiac 


Studebaker 
| Nash 
| Essex 

| Chrysler 


Packard 
Hupmobile 
Hudson 
Cadillac 


‘ 


Willys-Knight 
‘Reo : 
Pierce-Arrow 
Lincoln .. 

632 | Cord 

548 | Franklin 

605 | Peerless 

607 | Durant 

408 | Austin 

428 | Stutz 

446 | Viking Te a 
121 | Miscellaneous: 


eeveeee 


228 
639 
645 


752 


150 
14} 
102 
123 
59 
119 | 
16) | 
ay 
56 
43 
136 


There is only one 
Cam & Lever 
Steering Geer 
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Increasing the Mover’s Profits With Trucks 
cod 


COSTS PLAY 


IMPORTANT PART IN 
TRUCK OPERATION 


Automotive Daily News herewith presents the third in a series of 
nation-wide surveys of the truck-operating field conducted by the General ' 
Motors Truck Company, Pontiac, Mich. This article, the same as the two) 
previous articles, is appearing serially. The report covers a survey of the | 
furniture-moving field, and complete text of this report in pamphlet style | 
is available at all General Motors Truck Company dealers and distributor- | 


ships. 


RACTICALLY every moving and. storage concern keeps | 
some sort of truck records. 
that these records serve only one purpose—to supply | 

figures needed by the bookkeeping or accounting department | tance work), 

record of the business. 


ever 


financial 


for the general 


important as this type of record may be, 
important that cost records in truck operation be used con- |! 


It is too often true, how- 


And | 
it is doubly | 


producing that work should be re- 
| corded in terms of running expense 
and repairs, wages and fixed ex- 
penses. Getting these items re-' 
corded is largely a matter of post- 
ing information which the mover 
now has in one form or another. 
| Here are the logical sources of this 
| information 

1. Delivery tickets or customer’s 
receipts: The duplicate delivery 


tickets or customer’s receipts should | 


show the time consumed for each 
job, and thereby form a work ticket 


show mileage. 
2. Driver’s daily truck report. The 


; 


| 





for each truck. This ticket also will , 
provide a record of the load moved. | 
And. if moving is charged on a per | 
mile basis, the ticket will usually | 


ticket should show all running ex- ' 


penses charged or paid for by the 
| driver—gas, oil, repairs on the road, | 
;meals and housing fon long dis-, 
etc. In addition, it 


| 


should show the odometer reading, | 
| ont and in, for the truck each day, | 


land should provide the names of 
drivers and helpers. 


sistently as a means of guiding and controlling the entire |er’s report is shown on the preced- 


truck operation. 


Failure to use truck cost records | 
consistently and helpfully is perhaps | 


the basic reason why some movers | 
| ing the work. 
Cost records in themselves mean | 


feel that keeping detailed records 


involves more time and expense than 
the records are worth. 
are to be useful, they must be com- 
plete and they must be constantly 
interpreted_.in terms of operation. If 
the record shows high costs, some 
factor of operation is responsible for 
that high cost. And if the records 
show low costs, sound operation has 
produce@ low costs. Profit from ac- 
curate cost records comes from 
eli. inating the operating practices 
that produce 
the operating practices which pro- 
duce economies. 


TWO AIMS OF SOUND RECORDS 


A good truck record system should 
Provide two types of facts: 


@ 


If records | 


loss and duplicating | 


‘1. A record of the work accom- 


plished by each truck. , 
2. A record of the cost of produc- 


little until they are accompanied by 
a record of the work produced. Nor 


| will a record of income alone show 


all the facts the mover should know 
about the work accomplished. Sound 
operation demands a complete rec- 
ord of the work accomplished, so 
that-eosts on each type of moving or 
hauling job can be compared to de- 
termine which job is profitable and 
which is unprofitable. 
Three Sources of Cost Information 
The mover should have little 
trouble setting up such records. The 
|} work accomplished by the truck 
should be recorded in terms of reve- 
nue, mileage covered, load moved 
‘and time consumed. The cost 


of | 


‘ing page. 


3. Bookkeeping department. The | 


A typical driv- | 


‘bookkeeping department should pro- | 


| vide a breakdown of all overhead or 


fixed expense—wages, depreciation, | 


|insurance, taxes, garage rental 


charges, and so on. 


| repair and service items, 
them to individual trucks. 


In addition, it | 
‘should file and record monthly all | 
assigning | 


| 
Each of these three sources of | 
information are available already to 


,the average moving and storage con- 
| cern. Keeping complete and ac- 
curate records is simply a matter 
of posting these items at regular 
intervals. 
USING RECORDS TO INCREASE 
PROFITS ~ 

77VEN when the operator keeps 

complete records such as are 
described herewith, they will have 
little value unless they are con- 
stantly studied in terms of Ccperat- 


CHECK SHEET FOR TRUCK 
RECORDS 


Test the effectiveness of your truck records by checking whether or 
not they show the items in this list. Few movers will, want to figure 
all of these items at all times, but the figures should be available 


if needed. 


Operating Data 





COST OF WORK 
Running Expenses: 
Gasoline . 
Crankcase Oil 
Chassis Lubrication 
Repair Parts 
Repair 
ROCHBOTEE — PAL .. vasccccccccccsevecccesecse 
Accidents — Labor 
Tire Mileage 
Washing 
Painting 


7%. 


Fixed Costs 


Depr eciation 
Interesst 
License 

Taxes 

Garage 

All Insurance 


Salar ies and Wages 


Drivers 
Helpers 
Supervision 
Overtime .. 


Road _Expense 


Lodging 
Storage 


; t II. WORK ACCOMPLISHMENT 


Total Revenue.... 

eee We I OG wi ccvensbeeeecnrdes 
No. of Contract Jobs 

Time spent on Moving 

Time spent on Contract 

Total Working Time 

Time Lost..... 


ing factors which affect costs. Com- 
| piling the records is not an end in 
litself. And the figures themselves 
| will mean little until they are in- | 
| terpreted in terms of actual truck | 
|; operation. During this survey, oper- | 

ators were asked what use they made 
|of their truck records. There were 
many answers giyen. But no one 
operator seemed to have more than 
|cne or two definite uses in mind. 

On the other hand, the composite 

unswers of all the operators con- | 
| tacted Showed many definite uses | 
(Yor records. Among the more im- | 
|portant of these uses are the fol- | 
| lowing: | 
| 1. To help in establishing profit- 
able moving rates. 
To determine the area in which 
| the mover can compete profitably | 
| under existing competitive rates. 
| 3. To help in establishing profit- | 

able terms on contract hauling. 

4. To determine the shortcomings | 
| and defects of individual trucks—a | 
| guide for future buying. 

5. To help determine the capacity 
of trucks likely to prove most profit- 
|} able to operate. 

6. T@ guide the mover 
} and firing personnel. 

To determine the most econom- | 
}ical place for handling service and 
repairs. 

8. To help in determining which 
equipment should be replaced in the | 
| interest of economy. 
| 9. To check on repair items for 
| (1) frequently occurring items and 
| their causes and (2) repairs caused 
|by driver abuse. 
| 10. To determine all causes of low 
| revenue or loss on the moving oper- 
| ations. 
| Each of these types of informa- | 
jtion is valuable to the man who 
|operates trucks. It is from such 
{facts that savings can be made 
| which mount into hundreds and 
|even thousands of dollars. And, on | 
ithe other hand, without these 
jfacts, moving becomes a business 
j}largely of guesswork, with little 
definite promise of profits. 

Every operator of trucks, there- 
| fore, should take the following steps 
to insure fuil use of his records 
and to get the full advantage of 
savings which records afford: 

See to it that one person is def- 
initely responsible for interpreting 


DRIVER’S DAILY REPORT 


No 0"90 46 a ek eee we 


INSTRUCTIONS FOR TODAY 
Take truck to garage 
Washing 
Change oil 


Repairs on shop order 
Mark X after items done today 


for: 
Grease 
Inspection 





TRUCK REPORT FOR TODAY 


Gallons gas. put in 
Quarts of oil put in 
Speedometer redfling: 


EES IEEE ETE ECE CIRO CET 
Peaken: 6) BF. 6 6s6a nce ashen 


Total 
Engine running smoothly?. 


JOB TICKET 
Trip 4 


Trip 3 


Trip 1 Trip 2 in hiring | 


Job number 





Total Mileage 





Time Start 


Finished 


Time 


(lve 


Helpers initials only) 


Storage on Truck. 


Lodging 


Total Expenditures $ 

RULES 
Receipts must be turned in on each item of expense or driver will 
be charged. 
All accidents must be reported on “Accident Report” 
Damage to goods must be reported on “Damaged Goods” 


form. 
form. 


TRUCK FLEETS 


| inter-fleet drivers’ 


| record was made by thé bakeries 


| all 


; maximum 


| budgeted 





Cash received must be turned in after each trip. 


i using truck records. 
Cash advanced for expenditure must be accounted for promptly. and + we ecords 


On the basis of existing records, 
‘set up a truck budget based on the 





III. COST SUMMARIES 
Cost per Mile 
Cost per Hour 
Revenue per 
Cost per $ of Revenue 


REDUCE ACCIDENTS 
IN SAFETY CONTEST 


Jersey City, April 10—An im- 
provement in the accident exper- 
ience of the more than 1,000 com- 
mercial drivers competing in the 
safety contest | 
is shown in the final report of 
Hudson County Safety Council is- 
sued at the close of the six months’ | 
contest. The fleets operated for | 
an average of 21.68 accidents per | 
100,000 vehicle hours, as compared | 
with 23.37 for the same six months’ 
period in 1930. 


Twenty-four fleets went through | 


| the contest without a single traf-| 


fic accident. Of this number fif-| 
teen have records of eighteen) 
months without an accident. 
Among the larger groups the best | 
record was made by the contrac- | 
tors and building supplies group, | 
who averaged 3.45 accidents per | 
100,000 vehicle hours. The worst | 


group with an average of 75.07 ac- 
cidents. 

Card certificates were issued to 
drivers who operated for six} 
months or more without a charge- | 
able accident. 

Group winner certificates were 
issued to the following fleets: Bay-'| 


| 


cost allowable in| 
a_ satisfactory | 


truck 
order to produce 
profit. 

Compare actual operation with | 
items at frequent inter- 


vals—not less than once a month— | 


|} onne 


| Jeresy City; 


| Bayonne; 
| Bayonne; 


|dent records for 


Department Public Works, 
Hudson County Storage and Truck- 
ing Company, General Baking 
Company, Jersey City; Hasco Dye- 
ing Company, Weehawken; Jann- 
sen Dairy Company, Hoboken; 
Thomas Henry, Inc., Union City; 


'Corn Products Refining Company, 


Edgewater; L. O. Koven & Brother, 
Jersey City; Mountain Ice Com- 
pany, Jersey City. 

Brunswick Laundry Company, 
R.H.H. Steel Laundry, 


| Jersey City; Standard Oil Company, 
| Bayonne Refinery; Reuther Broth- 


ers Contracting Company, North 
Bergen; Hackensack Water Com- 
pany, Weehawken; General Cable 
Corporation, Bayonne; Steinert 
Brothers, Bayonne. 

Certificates of merit for no- 
accident records for’ eighteen 
months were issued to the following 
fleets: Alaska Chemical Company, 
North Bergen; Edward F. Clark, 
Lois Cohn & _ Son, 
Corn Products Refining 
| Company, Edgewater; Hudson 
|County Storage and Trucking Com- 
pany, Jersey City; Jersey City Lad- 
der Company, L. O. Koven & 


| Brother, Jersey City; Mountain Ice 
| Company, Jersey City; C. F. Mueller 


Company, Jersey City; R. H. H. Steel 
Laundry, Jersey City; Steinert Fur- 


|niture Company, Bayonne; Steinert 


Brothers, Bayonne; Vacuum Oil 


| Company, Bayonne; White Foundry 
| Company, Jersey City; C. A. Wool- 


sey Paint and Color Company, Jer- 


/ Sey City. 


A certificate of merit for no-acci- 
dent record for twelve months was 
issued to Joseph Dixon Crucible 
Company, Jersey City. 

Certificates of merit for no-acci- 
six months were 
issued to following: H. A. Vrane & 


and eliminate those operating fac- | Brother, Jersey City; Dykes Lumber 


|tors which produce losses. 


Complete truck records, plus con- 
stant use and 
those records, is the only sure way 
to control truck operation § syste- 
matically and thereby insure profits. 

(Te Be Continued) 


|Company, Hoboken; E. D. Gardner 


interpretation of | 


& Son, Union City; General Cable 
Corporation, Bayonne; Hasco Dye- 
ing Company, Weehawken; Reuther 
Brothers ‘Contracting Company, 
North Bergen; Royal Laundry Com- 
pany, Bayonne. 





